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HART TRACES MODERN 
TREND OF BUSINESS 


Tendency to Change Methods of 
Selling Life Insurance 
Evident 


SMALL POLICY WASTEFUL 





Prediction Made That Future Prosperity 
Depends Upon Efficientizing of 
Selling Methods 


KANSAS CITY, 
“Modern Tendencies in American 
Insurance” was the subject of 
address by Hugh D. Hart, vice-presi- 
dent in charge of agencies of the Penn 
Mutual Life, before the Life Under- 
writers Association of Kansas City last 
week. 

“We are passing through 
esting period in the development of the 
life insurance business,” said Mr. Hart. 

“I have always felt that too many 
men in the life insurance business look 
at the tasks immediately at hand, and 
do not take into account the tendencies 
which are developing in the business. 
It 1s profitable to chart these trends 
which are sweeping forward in the great 
business of life insurance today. For 
whether you choose to stand apart or 
not you must be swept forward if you 
will not march forward.” 


MO., March 8.— 
Life 


an 


an inter- 


Refers to Report 


Mr. Hart referred to a recent report 

of the National City Bank of New York 
which said the progress of the American 
people during the past 10 years was in- 
duced by the play of certain economic 
torces on the efficientizing of production. 
The prediction was that the prosperity 
of the next 10 years would come about 
as a result of the efficientizing of the 
forces of another great factor in business 
life, the forces of distribution, or sales- 
manship. This will be accomplished by 
emphasis on the elimination of waste, 
in Mr. Hart’s opinion. 

The elimination of waste in the life 
insurance business has two phases, the 
elimination of waste in the mechanical 
processes of life insurance, and in the 
human processes, according to Mr. Hart. 
He told of how a very small mechanical 
waste, when multiplied by thousands. 
tends to increase the cost of insurance 
to the American policyholder. 


Many Agents Quit 


lowever the greatest waste in the 
im of life insurance is in the 
Waste of human material engaged in 
‘elling. Each year 67,000 agents drop 
out of the business, because they have 
been poorly selected, poorly supervised, 
or improperly trained. This is one of 
the greatest sources of economic waste 
in the business of distributing life in- 
surance, 

‘Another source of waste is the smal! 
Policy. The time is coming when a 
reat deal more attention will be given 
to two items, increasing the size of the 
Policy and increasing the size of the 





CARRIED BIG POLICY 


SIX MONTHS AND DIED | 


COWARD HAD A MILLION 


Head of Shoe Company Took Out a 
Large Line of Life Insurance 
in July 


NEW YORK, March 8.—J. Mortimer 
Coward, head of the Coward Shoe Co., 
died this week, maturing a $1,000,000 
policy which had been in force only six 
months. Mr. Coward was only 28 years 
old and was a physical giant. He was 
about 6 feet 4 inches in height. The 
examining physicians remarked at his 
extraordinary physical condition. He 
was offered $600,000 additional insurance 
by the companies insuring him last 
July. 

He was on a pleasure trip in Cuba 
and was suddenly taken ill with acute 


indigestion, dying en route to the hos- | 


pital. Mr. Coward was insured last July 
for the $1,000,000 by T. M. Pembroke, 


a member of the Thomas M. Searles | 
agency of the Aetna Life in Newark. In | 


addition to this line of ordinary insur- 
ance he had a $5,000 group certificate in 
connection with the group plan he in- 
stalled for the company. 








premium. Increasing the size of the 
average policy from $2,500 to $5,000 
makes a material reduction in the me- 
chanical cost of operation both for the 
agent and for the company as a whole. 
When the agent increases the size of the 
policy he intensifies the possibility of 
cultivation and organization in the terri- 
tory which he works. There can be 
more men in a territory where the aver- 
age policy is $10,000 instead of $5,000. 


Nation Under-Insured 
“We 


this connection, 


must take into consideration in 
that we have a great 
uninsured nation, since it is estimated 
that the life value of the American 
people is approximately six to eight 
times as great on a capitalized basis 
as the property values of the United 
States. According to Roger Babson the 
property values are $350,000,000,000. 
Then figuring 6 times the property 
values we would have a life value of 
$2,100,000,000,000. With only $87,000,- 
000,000 of life insurance in force the 
wide stretch between that and the theo- 
retical amount that should be in force 
to protect this generation against loss 
is plainly indicated. There is going to 
be an intensified organization and it is 
going to take into account the average 
policy. 

“It is that intensity of organization, 
the trend of the present and future, that 
constitutes the most challenging oppor- 
tunity and irresistible force in the de- 
velopment of the distribution of life in- 
surance in America. 


Tendency to Change 


“There is the tendency to change 
methods of selling. The agent used to 
have to convince his prospect of the 


soundness of the investment, and had to 
show death claims to prove that ~" 
company really paid their claims. He haf 
to meet the argument that insurance vio- 
lated the principles of Christianity. 
These methods were pertinent to that ! 


| ALBERSON ELECTED 
GENERAL COUNSEL 


JAEGER IS MADE DIRECTOR 


| Advancement Comes to Two Leading 
Men in the Ranks of the 
Bankers Life 





| DES MOINES, IOWA, March 8.— 
Raymond B. Alberson, associate general 
counsel of the Bankers Life of lowa for 
| the last seven years, was elected general 
| counsel to succeed the late William S. 
} Ayres. At the same time William W. 
| Jaeger, vice-president and director of 
| agencies, was named a director to fill the 
| 
| 


vacancy on the board created by Judge 
Ayres’ death. 

Mr. Alberson’s association with the 
Bankers Life dates from the fall of 1920 


when he joined the company as assistant 
general counsel. Six months later he 
was advanced to the office of associate 
| general counsel, which he has held since 
| that time. Mr. Alberson served as as- 
sistant city solicitor of Des Moines from 
1902 to 1905, when he resigned to become 
| claims attorney for the Des Moines City 
| Railway company. He quit that post in 
| 1908 to engage in the private practice of 
law in this city. Later he accepted the 
)e'st. attorneyship of the Minneapolis 
] 
| 
| 


St. Louis railroad with headquarters 
in Minneapolis. He was advanced to 
general attorney of the road, from which 
position he resigned to join the legal 
staff of the Bankers Life. 

Mr. Jaeger has been with the Bankers 
| Life nearly 24 years. He started as a 
salesman in 1904 and served successively 
| as agency manager, special field repre- 
| sentative, regional sales manager, gen- 
eral sales manager and finally vice-presi- 
dent and director of agencies. 





CHANGE OF LOCATION 


The Chicago office of Tue National 
UNDERWRITER is now located in the new 
Annex of the Insurance Exchange. The 
proper address is THE NATIONAL UNDER- 
writer, A-1946 Insurance Exchange 
South, Chicago. Heretofore Tur N« 
TIONAL UNDERWRITER force has been in 
three different locations, but in the new 
office the entire force is for the first time 
in many years in the same quarters. 





day but are archaic now. Later on the 
agent went out as a policy salesman. 
Companies tried to contrive new poli- 


cies, and the agent became enthusiastic 
about the frailties of another company’s 
policy. This resulted in the hodge podge 
method of selling by which most of the 
insurance in force today was sold. 


In Transition Period 





“A few years ago it was decided that 
| the life insurance man must be some- 
thing of a professional counselor, who 
diagnosed the financial needs of men 
| and mapped out a program to fit them. 
We are now in the midst of a transi- 
tion period that will be marked as one 
of the most important periods of change 
in the whole theory and plan of the dis- 
tribution of life insurance. We have 
aoe entirely discarded the method of 
| selling policies, nor have we accepted 


(CONTINUED ON PAGE 14) 





MUTUAL BENEFIT LIFE 
HAS FIRST CONVENTION 





General Agents and Leading Pro- 
ducers Gather at Home Office 
for Two-Day Session 


AUDITORIUM DEDICATED 


President John R. Hardin Opens Meet- 
ing—Group Conferences Are Feature 
of Second Day 


NEWARK, N. J., March §. 
500 general agents and leading producers 
of the Mutual Benefit Life gathered at 
the home office here last week for a two- 
the first agency 
company has ever held. 





—Some 


conference, 
the 
It was a particularly 


day sales 
convention 
gathering, 
as it served as the official opening of the 
the home 
conference 


timely 


auditorium in 
The 
enthusiastically received by those present 


company’s new 


office building. was so 


that there were frequent suggestions by 
the leaders in the field that the company 
could profit by a repetition next year and 
in the following years. 

President John R. Hardin welcomed 
the agents and presided during the first 
session. He told of the conservative and 
substantial growth of the company and 
its high ideals maintained consistently 
throughout its 83 years of existence. He 
said that those in the home office always 
have at heart the interest of those in the 
held and that it is realized that there are 
many field aids which are often desired, 
but which sometimes are not felt to be 
in the best interest of all concerned. He 
said that those in the home office are 
constantly studying these developments, 
and will always furnish to those in the 
field the best equipment possible. He 
announced at the opening of the conven- 
tion that the Mutual Benefit Life showed 
a notable increase in February business, 
the February total being $1,649,619 more 
than that of the same month in 1927. 


Leaders Unusual Types 


Particular honor was paid at the open- 
ing to the two leaders in 1927 
business, the leader in amount and the 
leader m number of policies. The an- 
nouncement of these leaders was a strik- 
ing human interest story that was en- 
thusiastically received by the entire 
agency organization. The leader in new 
business is a man over 70 years of age, 
and the leader in number of lives is a 
man who has long had to go about on a 
crutch. Despite the handicap of age and 
physical incapacity, these men overcame 
all cbstacles and easily secured the lead- 
ership in the ranks of their company, 
heading some 3,500 agents. This was 
particularly striking in view of the fact 
that the Mutual Benefit has some of the 
ovtstanding producers of the country in 
its ranks, having about 15 “millionaire” 
producers. Hamilton Kerr of Dayton, 
O., was the leader in total new business. 
paying for $1,890,950. Mr. Kerr for 22 

(CONTINUED ON PAGE 15) 
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COLORADO HOLDS EIGHTH 


ANNUAL SALES CONGRESS | 


| 


THE NATIONA AL 


‘O'BRIEN TELLS STORY 
TO RADIO AUDIENCE 


OVER 400 PERSONS ATTEND| FUNDAMENTALS ARE GIVEN 


Davis, Hull, Schriver and Yates Ad- 
dress Life Underwriters at Den- 
ver Meeting 


DENVER, CQLO, March 8.—Fea- 
tured by a striking attack on the sys- 
tem of life insurance representation by 
financial institutions, made by Roger B. 
Hull, managing director and general 
counsel of the National Association of 
Life Underwriters, the eighth annual 
sales convention of the Colorado Asso- 
ciation of Life Underwriters, held at 
Denver, was adjudged .by seasoned con- 
ventioners as one of the strongest sales 
congresses ever held in the west. Al- 
most 400 persons attended the two-day 
and approximately 500 were 
banquet which closed the con- 


sessions, 
at the 
vention, 

Heavy applause greeted Major Hull’s 
talk, in which he gave his first public 
comment on the national situation which 
has grown out of the Bank of Italy’s in- 
surance activities in California. “Let 
there be no quarter given to any sys- 
tem or to any tendency which shall 
strike a blow at the sound and scientific 
development of the American agency 
system,” he thundered. His address was 
not a direct attack, but an examination 
of the economic unsoundness of the 
bank plan. 


F. H. Davis Speaks 


Three other prominent out-of-town 
speakers were on the program for the 
three sessions. They were: Frank H. 
Davis, agency vice-president of the 
Ds quitable Life of New York; Lester O. 
Schriver, assistant superintendent of 
agencies of the Aetna Life, and John W. 
Yates, Detroit general agent for the 
Massachusetts Mutual Life. 

Preliminary addresses of greeting 
were made by Mayor Benjamin F. 
Stapleton of Denver, Vice-President W. 
W. Winne of the National Association, 
who is Colorado general agent for the 


Connecticut Mutual Life, and R. W. 
Fox, president of the Southern Colo- 
rado Association of Life Underwriters. 


Mr. Schriver, in the first of two ad- 
dresses which he made during the day, 
spoke on “What You Ought to Know,” 
prefacing his address with the state- 
ment that “the rate book man is ren- 
dering the greatest service of any mem- 
ber of society if he is interpreting life 
insurance as it deserves to be _ inter- 
preted.” It isn’t possible for a man to 
have too much brains or too much abil- 
ity to be a life insurance man, he de- 
clared. His second talk before the con- 
gress, made at the afternoon session, was 
on the subject, “How to be Happy 
Though a Life Insurance Man.” 

Sentiment an Aid 

Edward A. Krueger, general agent 
for the State Life of Indiana at Den- 
ver, had as a subject, “Sentiment, an 
Aid to Closing,’,in which he pointed 
out that sentiment and logic should be 
mixed in the right proportions for the 
individual prospect, but that a sales talk 
should never develop into an argument. 

Miss Theodosia E. Raines. of the New 
York Life, leading woman agent of 
Colorado, made a compelling talk on the 
sorrows and the rewards that come to 
women life underwriters. 

Speaking on “Bwmilding for 
nence,” E, A. Schlichter, Ft. 
Colo., Northwestern Mutual 
clared that the personal touch is the 
most valuable aid to permanence. “If 
I should move away from my territory, 
I am convinced that the lapse rate on 
my business would be heavier than if I 
remained,” he said. “Selling right and 


Perma- 
Collins, 
Life, de- 








then servicing right makes for perma- 
nence of the strongest kind.” 

In his first speech of the day, Maior 
Hull gave the paper “Can the Under- 
writer Go It Alone?” which he has pre- 





President of the Detroit Life Points Out 
Some of the Insurance 
Features 


President M. E. O’Brien of the De- 
troit Life broadcasted an address over 
radio station WJR at Detroit the other 
evening. It is one of a series of talks 
regarding business fundamentals spon- 
sored by the Union Trust Company. 
The same evening the Detroit Life 
agents held their banquet and they lis- 
tened to the address of their president 
by means of amplifiers placed in the 
banquet room. 

Mr. O’Brien made the statement that 
for over 60 years no one who had been 
a policyholder in a regularly organized 
old line legal reserve life company had 
suffered the loss of a dollar. During 
that time there had been financial panics, 
industrial depressions, epidemics and 
wars. Regardless of all this stress and 
strain every legal reserve life company 
paid its obligations in full. There was 
not a single misfire. 

Mr. O’Brien called attention to the 
onward march made by life agents. 
They are now keen business men who 
are rendering great seryjce. He stated 
that the rapid growth of corporation in- 
surance, the development of partnership 
insurance and the purchase of insurance 
to pay inheritance taxes have been one 
of the developments of the day. Last 
year approximately $17,000,000,000 new 
life insurance was purchased by people 
in this country. There is now about 
$88,000,000,000 in force. 








sented at other association gatherings. 
In it he makes a plea for cooperative 
effort in life insurance agency matters. 

Actuarial pointers that may be used 
frequently in solicitation were given by 


George H. Beaudry, actuary for the 
Capitol Life of Denver, in a_ paper, 
“Some Things for Agents to Avoid. 


Above all, he warned, no agent should 
attempt to become an actuary in con- 
nection with his selling activities. ; 

In two addresses of the day, one di- 
rected toward life insurance in its rela- 
tion to the public and the other toward 
its relation to the agent, Mr. Yates 
proved himself one of the most popular 
speakers on the program. In both he 
stressed the unrecognized magnitude of 
income insurance possibilities, a subject 
on which he has talked before many life 
insurance meetings. 


Frost Unable to Attend 


Mr. Davis’ address at the banquet 
was the final one on the program for 
the convention, in which he discussed 
various and widely differing subjects of 
life insurance pertinence. To the eco- 
nomic freedom and comfort and security 
of the United States, which is the won- 
der of the rest of the world, he at- 
tributed the huge amount of life insur- 
ance outstanding, which he declared is 
one-fifth of the entire national wealth 
of the country. “Where life insurance 
is in large quantity—take any repre- 
sentative community—there you will 
find better schools, more churches, less 
crime, and less juvenile delinquency,” 
he said. 

President Jack Frost of the Colorado 
association was unable to preside at the 
convention, because of his attendance at 
a home office meeting of the Mutual 
Benefit Life, which he represents at 
Denver. 


Acacia Mutual’s Gains 


President William Montgomery of the 
Acacia Mutual Life, Washington, D. C., 
announces that the net gain of insurance 
in force during the first two months of 
this year is 60 percent more than in the 


U NDE RW RITER 


‘RESEARCH BUREAU HAS» 
ISSUED PROSPECTUS 


DESIGNED TO AID MANAGERS 


Book Is Intended to Assist Life Office 
Heads in Building 
Agency Staffs 


HARTFORD, March 8.—The Life 
Insurance Sales Research Bureau has an- 
nounced that it has prepared for its 
member companies and their field men 
a prospectus book to use in talking with 
prospective agents. The bureau has long 
been of the opinion that the manager’s 
description of the opportunities in lif: 
insurance selling would be more effec - 
tive ii supplemented by charts and pic- 
tures. This book was compiled, there- 
fore, after an organized study had been 
made of the existing material on the 
subject. 

It is established that the manager has 
the opportunity to mould the mental at- 
titude of the prospective agent by the 
way in which he describes life insurance 
selling as a business. However, it re- 
quires the manager’s best efforts to fur- 
nish a complete and accurate description 
of the pitfalls as well as the opportuni- 
ties, to get over a conception of the 
significance of life insurance, to por- 
tray its field of usefulness and service, 
and at the same time confine his talk 
strictly to facts. This book is not de- 
signed to take the place of the manager’s 
personality. It is prepared to supple- 
ment his efforts by placing the story 
before the prospective agent in a con- 
crete, tangible form. 

Prospectus Manager's Aid 


Consequently, the first function of the 
prospectus book is to help the manager 
get and hold the prospective agent’s at- 
tention through an appeal to his eye as 
well as his ear, and to emphasize the 
manager’s story through a visual sup- 
plement. 

The manager needs also some outline 
to aid him in mashalling all of his sales 
points so that important questions will 
not remain unanswered. To provide this 
outline is the second function of the 
book. 


Prospects Ask of Future 


An important question in any man’s 
mind is what the future holds for him. 
This is especially true of the man who 
is contemplating a change in business. 
The manager’s problem, therefore, is to 
convince him that there is an opportunity 
in life insurance selling. The prospectus 
book asks seven basic questions which 
ought to be considered by any man who 
seeks a new opportunity: 

Is it a work that meets a general and 
genuine human need? Is the field large 
enough to offer real opportunities, and 
is its future certain? Is the business 
one that will continue to grow? Will 
the work give a satisfactory income? 
Is it a work that I can enjoy and find 
satisfaction in doing? Will I be identi- 
fied with a sound and progressive organ- 
ization? Am I qualified to do the work? 

How life insurance selling measures 
up in the light of these questions is an- 
swered in the remaining sections of the 
book under the following eight head- 
ings: “What Life Insurance Is,” “What 
It Does,” “The Advantages of Life In- 
surance Selling.” “Income Possibilities,” 
“Your Prospects,” “The Company,” 
“The Agency,” and “Are You Qual- 


ified ?” 


Features Educational Policy 


The Security Mutual of Nebraska is 
making a special advertising campaign, 
backing up a drive by agents for the sale 
of the company’s new educational policy, 
and is seeking to interest women solicit- 
ors in its sale. The policy establishes a 
child’s endowment to extend through the 
primary, high school and college years. 
providing an amount insuring a comple- 





similar months of last year. 





tion of the educational program. 
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| PRESIDENT LAW SPEAKS» 
TO KANSAS CITY MEN 





REPORT RECORD ATTENDANCE 


Says Life Insurance Is Most Useful as 
Well as Most Interesting 
Business 


KANSAS CITY, MO., March 
Last week William A. Law, president 
of the Penn Mutual Life, and Hugh D 
Hart, vice-president in charge of agency 
work of that company, addressed the 
largest association meeting of the Kan- 
sas City Life Underwriters Association 
ever held. Other home office officials of 
the Penn Mutual and the general agents 
in attendance at the three-day meeting 


s— 


of the company here were guests 0; 
honor at the meeting. 
That life insurance is not only the 


most useful business but the most inter- 
esting business in the world, because i 
brings the agent in close contact wit! 
human beings, was the statement of Mr 


Law. It increases the insurance man’s 
love for people. 
The contacts with life developed 


through life insurance may be classitie 
into three divisions, according to Mr 
Law. In the first place it gives a better 
idea of the value of life. 


Taught Value of Life 


“Life insurance men have taught the 
government the value of life. They have 
brought about better sanitary conditions 
and better medical conditions in the 
United States. The economic value oi 
life is recognized better than ever be- 
fore, and more in this country than in 
any other country in the world, due to 
the activity of the life insurance man 
We have put a dollar value on the life 
of a man, and this has brought about a 
new point of view. We now measur 
the value of a man in terms of income 
instead of principal. In Engtand they 
have always measured a man’s wealt! 
by stating his income rather than by 
saying he is a millionaire, as we do i in 
America. As we get that point of view 
into the minds of our prospects we will 
write more and more life insurance.” 


Success Imposes Responsibility 


Mr. Law spoke of the two other con- 
tacts with life induced by the writing 
of life insurance,—the philosophy of life 
and the mystery of life. The life insur- 
ance man studies the philosophy of life 
through heredity, education, the life 
work of a business man, the family life 
the life of success and progress. Quot- 
ing from Charles E. Hughes, Mr. Law 
said that success is not a stable condi- 
tion of a man, but it must be progres 
sive. Each greater success imposes upo? 
a man greater responsibilities. Through 
the life insurance business the agetl 
sees the mysteries of life revealed in ts 
uncertainties, its origin and its te rmina- 
tion. 


Backenstoce Held Meeting 


On Thursday of last week the Tulsa F7 
branch office of the Missouri State Life 
held its annual sales meeting. Vice- 
President J. J. Moriarity from the home 
office was the principal speaker. Otis J. 
Backenstoce, manager of the Tulsa 
branch, also spoke and announced that 
the total production from Jan. 1 © 
March 1 was $1,150,000. Forty-two 
agents connected with the office @ 
Tulsa and outlying districts attended : 
the meeting. 


= 


rae oe een 


iy 
a, 


Guardian Life Convention 


The 1928 convention of the field force 
of the Guardian Life will be held Aug 
14-16 at the Mount Roval Hotel, Mont: 
real. ? 

Last year’s gathering at the Edge- 
water Beach Hotel in Chicago was 
tended by more than 200 qualified mem: 
bers of the Guardian Leaders Club an 
it is anticipated that this year’s ©o™ 
vention will surpass all previous ones in 





f 





number of qualified delegates. 
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LIFE INSURANCE EDITION 





GANSE HAS NEW IDEA 
IN THE LIFE TRUST 


Would Talk to Prospect As If He 
Were a Corporation 
Himself 


UP THE FORCES 


LINKS 


Seven Advantages of the Funded Trust 
Are Presented by the Boston 
Life Man 


Franklin W. Ganse, director of the 
estate protection department of the Paul 
Clark agency of the John Hancock Mu- 
tual Life in Boston, contributed a new 
idea to life insurance at the meeting of 
the Equitable Trust Company series on 
Life insurance trusts in New York. Mr. 
Ganse pointed out the selling advantages 
of talking to a prospect as though he 
were a corporate entity. 

Mr. Ganse defined a corporation in the 
words of Chief Justice Marshall as: “A 
corporation is an artificial being, invis- 
ible, intangible, existing only in con- 
templation of law and possessing the 
qualities of immortality and individual- 
ity, by which a perpetual succession of 
many persons are considered as_ the 
same, and may act as an individual.” 


Linked Up With Idea 


Linking the idea of a corporation up 
with that of the funded life insurance 
trust, Mr. Ganse said that by combining 
iorces with a trust officer and the life 
underwriter through the funded life in- 
surance trust one can have all the ad- 
vantages that can be obtained through 
the corporate form of doing business. 

Mr. Ganse drew attention to the fact 
that the corporate form of doing busi- 
ness was closely connected with the 
foundation of this country, citing Beard’s 
History of Civilization in America as 
an authority for this statement. He said 
lurther than in 1860 the total value of 
all the manufacturers in the whole coun- 
try was about $1,000,000,000, whereas 
now there were more than 14,500,000 
stockholders in corporations valued at 
371,000,000,000 and that there were 
70,000,000 individuals owning the insur- 
ance companies, with insurance in force 
to the amount of $87,000,000,000. 


Statistics on Income 

_Mr. Ganse pointed out that the Sta- 
tistics of Income, a publication put out 
by the United States government, listed 
430,000 people as having incomes in 
1924 of from $5,000 to $10,000. This 
number was increased to 517,000 by 
1926. Those having incomes from 
310.000 to $25,000 numbered 191,000 in 
oy and were increased to 242,000 in 
926, 

_ Considering that 64 per cent of these 
comes were earned and that the re- 
mainder was produced through interest 
on investments, Mr. Ganse showed that 
these investments set aside in a funded 
‘l€ insurance trust would create a con- 
siderable estate to be administered in a 
corporate way by the trust officer. 


Seven Advantages of Funded Trust 
Mr. Ganse listed seven advantages of 
the tunded life insurance trust which are 
as follows: Functionability, it works 
just the same as a corporation; non- 
liability, the funded trust cannot be got 
r: — the outside even though the in- 
> lual may be attacked; permanence, 
’ € tunded trust is permanent in man- 
“gement, for if the trust officer dies or 
's displaced, the institution which he is 
Pte appoints another, so that the 
ity. thn ut is permanent; transferabil- 
- nere is no hitch in transferring the 
Property at the death of the founder of 








TRAVELERS TRANSFERS 
BRANCH OFFICE MEN 


KENIMER NOW IN CINCINNATI 





W. H. Bridges Becomes Nashville Man- 
ager—G, L. Finefield and J. I. 
Thomason Also Promoted 


Barnett Kenimer, W. H. Bridges, 
George L. Finefield and Julius I. Thom- 
ason have been transferred in their 
branch office assignments, agency de- 
velopment, life, accident and group de- 
partments, by the Travelers. 

Mr. Kenimer became assistant man- 
ager at Cincinnati and Mr. Bridges was 
made manager at Nashville. Mr. Fine- 
field was appointed manager of the 
Travelers Boulevard branch office in 
Detroit and Mr. Thomason became 
manager at Duluth. 

Mr. Kenimer’s first connection with 
the Travelers was a contract as a special 
agent in the life, accident and group 
departments at Atlanta, Ga., in 1921. He 
Was promoted to assistant manager and 
served at Charlotte, N. C., and at At 


lanta. He was made manager at Nash- 
ville in 1926. 
Mr. Bridges, the new manager at 


Nashville, first was connected with the 
Travelers as a member of Bridges, 
Brightwell & Bridges, contract agents 
of the casualty department at Marshall, 
Mo., in 1920. He was appointed a field 
assistant of the life, accident and group 
departments at St. Louis in 1924, be- 
coming an assistant manager there in 
1925. 

Mr. Finefield has been serving as as- 
sistant manager in the Detroit branch 
office since 1926. He became a special 
agent for the company in Chicago in 
1922 and was later promoted to assistant 
manager there. 

In going to Duluth, Mr. Thomason 
has been advanced from assistant man- 
ager at Milwaukee. He first served the 
Travelers as a special agent at Minne- 
apolis in 1921. He became assistant 
manager of the branch office in Minne- 
apolis and was later transferred to Mil- 
waukee as assistant manager in 1926. 


Form Guaranty Life Club 


Members of the Guaranty Life agency 
staff, recently in session in Davenport, 
Ia., in connection with the 25th anniver- 
sary of the company, have taken steps 
to organize the Guaranty Life Field 
Executive Club. Temporary officers 
have been named as follows: Frank B. 
Loehr, Davenport, president; John B. 
Hardin, Vernon, Tex., vice-president, 
and H. A. Bryan of the home office, 
secretary. 


Membership in the organization is 
contingent upon the person accepted 
writing one application a week for a 
period of 52 weeks. To continue mem- 
bership the member must keep up this 
ratio and at the end of the year the 
member writing the largest volume of 
business becomes president of the or- 
ganization. The member writing the 
largest number of applicants becomes 
vice-president. 








the trust to the beneficiary; estate pro- 
tection, every possible protection is 
thrown about the estate by the trust 
company; state authority and control of 
estate, the plan has the backing of the 
state government. 


Practical Weorkirg Shown 


In citing examples of how this idea 
works out practically, Mr. Ganse said 
that he would show incorporation pa- 
pers, which he had printed in facsimile, 
to a prospect made out in whatever 
amount he thought the prospect should 
be insured. Then he would explain to 
him the idea of considering himself as a 
corporate entity, and set forth the ad- 
vantages of using a funded life insur- 
ance trust to attain the advantages of 
doing business as a corporation. He 
reported that the results had been un- 
usually satisfactory. 











LIFE MEN SATISFIED 
WITH TAGGART’S RULING 

LICENSE PLAN WORKS WELL 

State Association of Life Underwriters 


and Most of Local Associations 
Have Endorsed It 





HARRISBURG, PA., March 8.—Ac- 
cording to officials of the Pennsylvania 
State Association of Life Underwriters, 
the life men of the state are now very 
well satisfied with the regulations prom- 
ulgated by Commissioner Taggart for the 
licensing of agents. At the start they 
were received with mixed feelings. Some 
were sure that the new regulations 
would be helpful to life underwriters, 
some were frankly dubious, and a third 
class was perhaps openly antagonistic to 
any system of license that would make 
it harder to get new men into the busi- 
ness. 

After nearly six months of operation 
under the new system it is claimed here 
that the new plan has so commended 
itself to life men that little is heard 
with reference to it or to Commissioner 
Taggart except in the nature of appre- 
ciation and commendation. The state 
association, through its officers and the 
local associations throughout the state, 
is cooperating in every way with the de- 
partment. 


What Taggart Has in Mind 


In putting the new plan into effect, 
Commissioner Taggart stated in effect 
that: 

1. He desired to build a file, compre- 
hensive, complete, covering the record of 
all those licensed with (a) an original 
questionnaire “long form” (b) an addi- 
tional “short form” for any new license 
(c) the examination with grade and 
qualification record (d) the cancellation 
form filed by the company in case of 
termination (e) all filed together and 
available at all times. 

2. That the records prior to Sept. 1 
were practically useless for these pur- 
poses and anyhow unavailable. ; 

3. That he could not discriminate for 
purposes of qualication between the old 
man (already licensed) and the new 
man (entering the business) and give 
any degree of protection to either. 

4. That the “old men” in the business, 
in order to lend support to the depart- 
ment and to a system of licensing for 
new mén calculated to be helpful, ought 
to be willing, even at some inconven- 
ience in point of time and the work 
necessary to take the examination, to 
file the long form, take the examination, 
and so qualify for the benefit of the sys- 
tem and the business as a whole. 

5. That manifestly any agent not able 
to pass this qualification should not be 
in the business and that any agent with 
a good record and years of honorable 
service should be able easily to pass the 
examination. 

How well Commissioner Taggart has 
brought life insurance men to agree with 
this point of view is evidenced by the 
results. Most of the life underwriters 
associations in Pennsylvania have by res- 
olution endorsed the plan. 


Continental Life Shows Gain 


The Continental Life of St. Louis in 
February gained $183,658 in written 
business over the same month last year 
and $331,060 over the January produc- 
tion of this year. January had been the 
best month for the company for almost 
a year, so the additional gain in Febru- 
ary was more than gratifying. More 
than $2,500,000 in applications were re- 
ceived in February, while the year to 
date showed $4,796,500. 

President Ed Mays is confident that 
the company will pass the $100,000,000 
mark in insurance in force this year. At 
the close of last year it had $93,526,419 
in force exclusive of the accident de- 
partment. 











ROGER B. HULL HITS 
BANK AGENCIES HARD 


Managing Director of National 
Association Scores Unethical ~~ 


Selling Practices 


CALLS THEM INIQUITOUS 


Organization Head Says Coercion Is 
Used by Finance Men 
Place Insurance 


to 


Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, before the Denver 
sales congress last Friday night, unquali- 


speaking 


fiedly condemned banks and trust com- 
that life 
departments 


insur- 
the 


power of their credit relations with their 


panies have established 


ance and are using 
chents to coerce them into buying in- 


surance through these institutions, In 
part he said: 

“Last October at the Memphis con- 
vention of the National association there 
was passed a resolution which decried 
the growing tendency of financial insti- 
tutions to set up life insurance depart- 
ments to write life insurance directly, or 
to endeavor to participate directly or in- 
directly in the financial emoluments ac- 
cruing from the writing of life insurance. 

“A copy of the resolution was sent to 
the home office executives of all Amer- 
ican life companies. Without exception 
the recorded comment on the resolution 
was favorable to the position taken in 
the resolution. But the passipg of a 
resolution does not always wipe out an 
alleged iniquity. The practice which was 
condemned with such apparent unan- 
imity has, in several sections of the coun- 
try, gained ground to an alarming extent. 

“Let no trust company deny that these 
things have happened. Let any who can 
and will, fit the shoe to its own foot. 
Or let those who can and will, deny 
that they, individually, have entered into 
these practices. The latter group will 
comprise, fortunately, the vast majority 
of the banks and trust companies of this 
country. 

“Certain banks and trust companies 
have gone specifically to their employes 
and told them, individually and collec- 
tively, that within their institution is a 
mine of profit in the life insurance which 
could be written on the basis of the con- 
tacts and leads wiich each employe could 
establish with the clients of the bank and 
on the basis of the confidential informa- 
tion which each employe could secure 
from the files of the institution. It has 
heen pointed out that, while the bank 
did not believe in the idea of the em- 
ployes profiting directly from such life 
insurance writing, the very position and 
salary of the employe would hereafter 
be determined on the basis of the activ- 
ity and the success of the employe in 
producing these profits for the bank. In 
some instances, profit-sharing schemes 
have translated these threats and induce- 
ments into terms of percentage profits. 


High Pressure Methods Used 


“Then high pressure methods came 
into operation. An employe of the bank 
had opportuity to handle an applica- 
tion for a loan to a depositor. The 
chance to secure an overriding profit in 
the way of splitting commissions on 
additional life insurance suggested 
in connection with the loan was 
even more compelling than the lure of 
the legal rate of interest on the loan, and 
the borrower has found himself not in- 
duced, but compelled, to take as large 
a policy as the situation warrants, and 
even, in many cases, a larger one. 

“There are certain dangerous 
(CONTINUED ON PAGE 28) 
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) | H. & A, CONFERENCE 
PROGRAM COMPLETED 


MANY SALES OF PACKAGE 
GROUP POLICY REPORTED 














MEETS IN CHICAGO MAR. 13-14; FEATURE OLD AGE PENSIONS 


“Accident and Health Agents” and “Pol- | Metropolitan Life Finds Strong Appeal 
icy Contract” Chief Subjects in This New Contract, Initiated 
for Discussion Last Month 


a __ a 
Picked Men The detailed program for the mid-| NEW YORK, March 8.—Sales of the 
winter meeting of the Health & Acci- | special group package contract of the 
; dent Underwriters Conference, to be held |] Metropolitan Life continue to be re- 
zt the Stevens Hotel, Chicago, March | ported from many sections of the coun- 
13-14, has been announced by Harold | try and this new feature first instituted 
R. Gordon, executive secretary of the | last month, is placing a large amount 
conference. It follows: of business on the books. These com- 
March 13, 10 A, M. plete coverage package contracts are 
Call to Order—J. W. Scherr, presiding. | finding a ready response and the per- 
Address of Welcome—R. W. Stevens, | centage of participation by the employes 
president Illinois Life. of the concerns under contract is very 
Address—“The Social Aspects of Acci- | high. One group signed 100 percent of 
dent and Sickness Insurance,” Dr. Allen the eligible employes. Two have signed 
D. Albert, past president Rotary Inter- 95 percent and one 98 percent. This 
national. ‘ * 2 : 
remarkable percentage of participation 





are invariably called upon when it is neces- 
sary to protect some person or point of great 
importance. The protection of American 
homes and American business interests is of 
supreme moment. 


High Ideals 


applied to the selection of life insurance com- 
pany representatives assure the speedy elimi- 
nation of the unfit, thus inspiring universal 


public confidence. 


John Hall Woods. 


Ray. 
Report of Legislative 
J. Faulkner. 


Cavanaugh. 


General Theme, “The 
Health Agent.” 
Address—“The Future 





Report of Grievance Committee—C. W. 





Report of Treasurer—H. R. Gordon. 
Report of Statistical Committee 





Afternoon 


Health Salesman,” Armand Sommer, Chi- 
cago manager accident and health de- 
partment Standard Accident. 

Round Table Discussions. 

Presiding Officer, F. L. Barnes, Senti- 


Report of Membership Committee— : - : 
shows the great interest in this contract 


which gives a combination of group life, 
group disability, and old age pension. 


Big Percentage Sign 


One of the groups which has signed 
95 percent of the employes is the Cleve- 
land Railway Company. This was re- 
cently reported in error as the Cin- 
cinnati Street Railway. The Cleveland 
Railway Company was the first package 
group contract written by the Metro- 
politan and one which caused the com- 
pany to standardize this form for general 
distribution. The Culver Military Ac- 


e nel Life. ademy employes have taken out such a 

A C tr | M ‘ A. How is effective supervision of the | plan, subscribing to the extent of 98 
merican en a en accident and health agent best accom- | percent. The Union Trust Company o' 
plished? Introduced by E. J. Faulkner, | Detroit has entered the plan. Several 

president Woodmen Accident. other groups have been written and equal 
are picked with consideration for fundamen- a oe ween oe participation seems apparent in the wet 
. _ a now under way. 1e Retail Credi . 

B. What should be the relationship pany with its national plant | Saget 


tal requisites — honesty, ability, financial between the underwriter and the acci- wd 

e . > ? y ese. 
worth, reputation, past record, loyalty, and a Bg ee py 
initiative. Only the highest type of man is 


Feature Pension Plan 


Discussed by underwriters and agents. 
Cc. The accident and health agent from 


The package policy of the Metropoli- 
a claim adjuster’s viewpoint. Introduced | tan Life provides for 


the customary 


j . C ’ * 

selected to this mpanys part in pro- by Edgar Harold, claim representative, | group life insurance. It also provides 

tecting American homes and American busi- Pacific Mutual Life. | for temporary disability and perm 
ne ' —— by claim adjusters ané | non disability. In addition, it provides 

we a retirement income, based on_ salary 


. 
— anterests. Executive committee meeting, private < 
dining room No. 1, Stevens Hotel. and length of | service prior to retire: 
Wednesday Morning ment. The retirement income is a ver} 
Address—“Organization in Business,” satisfactory percentage of the = 
a iaiaa ieee James S. Kemper, president Lumber- | "come and amply provides for the ft- 
men’s Mutual Casualty, Chicago, director | ture. The monthly deposits are not large 
U. S. Chamber of Commerce. Each of these plans has been offered 
Address—Ray A. Yenter, Commis- | independently in the past but this 1s 
sioner of Insurance of Iowa. the first time that there have been com- 
Round Table Discussions. bined in one contract, offering in 2 
my Bh Accident and | single form —— protection ~ . 
, y resent and future emergencies. Under 
on toe Officer, W. W. Powell, South- this plan the employe has a definite 
; A. How will uniformity of phrase- | ¢duity in the policy which he carries 
ESTABLISHED 9 ¢ vlogy covering the insuring clause, | with him in the event of changing em 
: The details differ with the 


AMERICA principal sum and loss of’ time provi- | ployment. 7 
sions, help the agent? The company? | various groups, though there is a gem 
Introduced by E. C. Budlong, vice-presi- | eral similarity to the form. To indicate 


— a ee the satisfaction of the retirement _ “ 
; @ efects are here i 1e oy ee < . . 
sheencstaay of the special feature provi- one group provides ° _— —, aa80 
sions—hospital indemnity and surgical | fit for emploves earning $4,200. = 
benefits? Are amendments to the Stana- | monthly benefit for those earning ft 

$3,000 to $4.000, a $100 monthly bene 


ard provisions necessary? Introduced “ - #3 000 : 
by C: O. Pauley, secretary Great North- | for those earning from $1,500 to $3. " 
ern Life. and a $50 monthly benefit for those ; 
Afternoon earning below $1,500 annually. se = 
e 


Informal discussion, “The Licensing of | case the group premiums are car 
Accident and Health Agents,” James F | separately and the cost of the retireme? 
Ramey, Washington Fidelity National, | penefit is 7 percent of the salary. ° 
oo of report on public rela- no event to exceed $126 annually. Otte 
tions by public relations committee of | Plans varv in detail, but, this — J 
the Insurance Advertising Conference. the pension system worked out 

Report of the Executive Committee— | Metropolitan. 
W. W. Powell. 

Report of the Educational and Pub- 
licity Committee—E, C. Budlong. he 

Report of the Manual Committee—R. Ed L. Foulks, agencv inspector of te 
S. Hills. ° . igh, N. C.. n@ 

Report of the Credentials Committee ——— - 5 nay By after an 
—G. R. Kendall. . reeks. Mr. Foulks v's 

Report of the Auditing Committee—a. | 2bsence of nine weeks. Mr. en 

ited practically all of the western age" 


D, Johnson. . si 
- cies of the Occidental and reports bu 


Foulks Back at His Desk 




















Report of the Resolutions Committee— . to 
H. S. Bean. ness conditions and prospects 
Report of the Special Committees. unusually good for 1928. 
Deferred Business. . 
New Business. inted fiel 
Gerald Scudder has been appoint ‘ 
Date and Place of New Meeting. assistant for the Travelers life depart 
Adjournment. ment, Cincinnati office. 

















n 9, 1928 


AGE 
'ORTED 











-NSIONS 


ig Appeal 
tiated 






les of the 
ct of the 
o be re- 
the coun- 
instituted 
2 amount 
ese com- 
racts are 
the per- 
employes 
t is very 
ercent of 
ve signed 
nt. This 
ticipation 
contract 
roup life, 
ension. 





is signed 
1e Cleve- 
was re- 
the Cin- 
cleveland 
package 
» Metro- 
the com- 
r general 
tary Ac- 
t such a 
it of 98 
apany o! 
Several 
nd equa 
he work 
dit Com- 


} among 


etropoli- 
stomary 
provides 

perma- 
provides 
1 salary 
» retire- 


carries 
ing em- 
ith the 
a gen- 
indicate 
benefit. 
Vv bene- 
a $150 
g from 
benefit 
$3,000 
- those 
In this 
red for 
remen 
arv, mm 






March 9, 1928 





LIFE INSURANCE EDITION 

























SEYMOUR STEDMAN, President 


. 


G. L. LUTTERLOH, Secretary 


The Same Glasses 








will not fit Everyone 


N. B.—And that’s why there are over 300 Life Companies. 





The Peoples Life Insurance Company, Illinois—130 North Wells Street, Chicago | 
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PB. L. Gifford 
General A 

of Central Life 
Assurance So- 
ciety (Mutual), 
Dubuque, lowa 


“exceptionally 
profitable” 










[* this letter Mr. Gifford has stated some 
definite conditions affecting successful 
life insurance selling: Policies that appeal, 
personal, intimate cooperation on the part of 
the home office and exceptional opportunity 


for advancement. 


Because these fundamentals so thoroughly 
apply to the Central Life Assurance Society 
(Mutual), an ever growing group of active, 
loyal representatives value highly their con- 
nection with this company. They are daily 
realizing the benefits that come from being 
connected with an organization that is 


Old Enough 


to be thoroughly established 
Young Enough 


to offer exceptional opportunities 


We favor men to whom we can give our full- 
est measure of cooperation—younger men of 
character and initiative who are willing to 
pay the price of success in hard work. 


T. C. DENNY 
President 
Cenrtrat Lire Assurance Society 
(MUTUAL) 
Des Moines, Iowa 





JOHNSON & HIGGINS GIVE 
ADDED AGENCY SERVICE 


—_—_——— 


OFFER INFORMATION BUREAU 





Will Aid Brokers, General Agents and 
Agents Who Seek to Place 
Surplus Lines 





NEW YORK, March 8.—Something 
new in agency service is being offered by 
the life department of Johnson & Hig- 
gins, announcement being made by Ger- 
ald A. Eubank, general manager of the 
life department. The new service will be 
an information and service bureau for 
use by independent brokers and surplus 
writers of life insurance. The bureau will 
be under the direct supervision of H. G. 
Henderson, assistant manager in charge 
of the office. He will be assisted by 
Matthew Kane, assistant manager in 
charge of the brokerage department. 


Have Complete Data 


The new service bureau will have 
available to all applicants information in 
connection with rates, policy plans, divi- 
dends, application forms, and all such in- 
formation for all life companies, licensed 
in New York. In addition to furnishing 
information the facilities of the bureau 
can be utilized for the handling of de- 
tails in connection with the placing of 
business in all life companies operating 
in the state. This includes furnishing 
application, blanks, arranging for exami- 
nations and acting as the representative 
of the broker in his dealings with the 
general agent of the particular company 
with which he chooses to place business. 


Is New Service 


This service is entirely free of charge. 
Johnson & Higgins believe that the good 
will created among the general agents, 
brokers, and agents having surplus life 
business to place will repay them many 
times over for the expense and labor in- 
volved. It is a new and unique service 
and is expected to appeal to those in the 
field who have not the means of securing 
this general information and yet who 
often have need of scattering the busi- 
ness. It will help the brokers, the gen- 
eral agents, and agents placing surplus 
lines. 


Midland Life Regional Meetings 


The Midland Life of Kansas City will 
hold regional meetings this year instead 
of the annual agency conference for- 
merly held at the home office, accord- 
ing to announcement made by President 
Daniel Boone, Jr. 

The four regional meetings will be 
held as follows: Joplin, Mo., April 11- 
12, including the western half of Mis- 
souri exclusive of Kansas City and the 
eastern half of Kansas; Wichita, Kan., 
April 13-14, including the western sec- 
tion of Kansas; Oklahoma City, April 
21-22, entire state of Oklahoma; Wich- 
ita Falls, Tex., April 23-24. Attendance 
will be based on production from March 
1 to March 31. 

The first two months of the year the 
Midland has exceeded by $1,070,172 the 
volume for the same period last year. 
In January it wrote $1,502,000 of new 
business, and in February, $1,358,936. 





KENTUCKY HOUSE PASSES 
BILL INCREASING TAXES 


FRANKFORT, KY., March 8.—The 
house of representatives by a vote of 53 
to 45 passed the Kentucky insurance 
license tax bill, increasing the license 
from two to three percent on premiums 
paid by foreign insurance companies. It 
was amended so as to permit cities to 
levy an occupation tax in addition to the 
license tax provided in this bill. The 







PHOENIX MUTUAL MAKES 
ANNUITY YIELD CHANGE 


NEW SCHEDULE ANNOUNCED 





Growing Supply of Money and Drop in 
Interest Yield Is Important 
Factor 





Growing supply of ready money and 
consequent fall in interest yield on sound 
investments for some time has been re- 
flected in the coupon rate for securities, 
Now this factor has begun to affect the 
returns available on single premium an- 
nuities on individual lives, according to 
the Phoenix Mutual Life, which an- 
nounces a new schedule of yields. The 
changes are not radical but they def- 
nitely indicate the trend that has been 
forecast for several years, it is pointed 
out by Vice-president A. M. Collens. 

The comparative table of new yields 
and old, which accompanied the com- 
pany’s announcement, although it indi- 
cates a lower yield at most ages, does 
extend a larger return on his money to 
the younger annuitant as well as to the 
one who waits until late in life to make 
his purchase: 

Amount of Annuity $1,000 Will Buy 


Male Female 
Old New Old New 
Age Yield Yield Yield Yield 
$ 62.11 62.74 14 59.70 
45 67.61 67.98 63.09 63.69 
50 74.91 74.91 68.07 68.73 
55 85.03 84.60 74.47 75.82 
60 98.72 97.75 85.91 85.91 
65 117.10 115.34 101.42 101.21 
70 139.86 137.93 124.38 123.46 
75 168.92 165.56 151.75 149.70 
80 197.63 204.08 176.68 179.53 


New yields apply only to new con- 
tracts on regular single premium annui- 
ties on individual lives, the principal 
factor in the company’s entire annuity 
volume, which volume has _ increased 
more than 673 percent since 1922. No 
other form of annuity is affected. 


SHOWS EFFECT OF ITS 
DIRECT MAIL WORK 





During 1927 approximately 25 percent 
of the new legal reserve life insurance 
written by the Bankers Life of Iowa 
was written on the lives of direct mail 
advertising prospects as compared with 
a percentage of 15 for 1926. There was 
an increase of about 10 percent in the 
number of direct mail advertising letters 
mailed to prospects in 1927, and there 
was a corresponding increase in the 
number of applications written on the 
lives of these prospects. ; 

The greatest direct mail advertising 
results were attained in November when 
protection amounting to more than $3,- 
500,000 was written on the lives of direct 
mail prospects. 

Charts and statistics prepared by the 
company covering the last four years 
prove conclusively that the use of more 
direct mail letters goes hand in hand 
with increased totals of new business. 


“Pass Tax” to Pay Group Premium 


A method of paying for a large group 
insurance policy, covering the employes 
of 73 Michigan theaters, without ™ 
creasing the expense of doing business, 
has been hit upon by the Butterfield 
interests which operate five playhouses 
there. Under the scheme the insurance 
is paid for by all pass-holders wh? 
would otherwise enter the theaters ¢™ 
tirely without a charge. A nomuina 
fee of 10 cents per person is assesse® 
thus creating a sizeable fund which it § 
believed will be ample to take care 0 
the group premiums. All employes &* 
cept the ushers of the theaters are 1 
cluded under the coverage, each ont 
being granted $1,000 protection. Th 
plan is already in operation, having 
gone into effect March 1. It is said thet 
no exceptions are being made in regar 
to collecting the small “pass tax” 4% 
there have been few complaints, it * 
claimed, when the complimentary cl 
tomers were informed of the use ™ 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 








READY 
FOR 
NEBRASKA 





An excellent opportunity for a 
capable and experienced life 
agency organizer! 





For the man who can satisfy 
our requirements we now offer 
the State of Nebraska under a 
money-making general agency 
contract. Write us. 





Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 

















THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 


AND THAT HAS 
Paid Policyholders since organization..................-......-Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 
Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, Ill. 




















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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COLORADO WOMAN AGENT 
SPEAKS AT CONGRESS 


PRAISES WOMEN AS AGENTS 
Miss Theodosia E. Raines, New York: 
Life, Tells of Problems and 
Difficulties 





The problems and difficulties that face 
a woman life underwriter who specializes 
in writing business on her own sex 
are many, but the contributions to so- 
ciety and to the business of life insur- 
ance, as well as to their own happiness 
are many-fold greater, declared Miss 
Theodosia E. Raines, New York Life 
representative and leading woman agent 
of Colorado, in an address before the 
annual sales convention of the Colo- 
rado Association of Life Underwriters. 

Admitting that the men*in the busi- 
ness do not very seriously consider the 
important place that women have in 
life insurance selling, Miss Raines ex- 
plained that there would be very few 
women policyholders if it were not for 
the women agents who create them. 
“I will gamble,” she said, “that not one 
tenth of the wives or sisters of you life 
insurance men have a policy on their 
own lives.” 

She detailed a few of the points in 
favor of women writing life imsurance. 
“In the first place,” Miss Raines de- 
clared, “women are more accustomed to 
detail, and hence they become more 
specialized and individualized in their 
underwriting education. Then too, wo- 
men bring more heart interest into 
their work than do men; they are more 
thoroughly in love with life underwrit- 
ing from the altruistic standpoint. They 
have infinitely more patience in master- 
ing the work, and dragging through the 
early months of disappointment and dis- 
couragement, 

“Although men may disagree with 
this statement, women like to deal with 
other women, and a woman prospect will 
discuss life insurance more freely with 
a woman agent than with a man. 


High Service Ideal 


“Perhaps the most important reason 
for women claiming a share in the life 
underwriting activities of this country 
is the high ideal of servce which is her 
heritage. Women have a far keener ap- 
preciation of true service than men. 
The record of her sacrifices in mother- 
hood, in teaching, and in social service 
illustrate this.” 

Looking at the other side of the pic- 
ture, Miss Raines described some of the 
problems that are met by women under- 
writers, and appealed to agency men 
and company executives to furnish more 
cooperation, in the form of educational! 
literature prepared exclusively for wo- 
men by women, 

One difficulty that women find in the 
underwriting field is the belief that the 
feminine mind is not substantial enough 
to write life insurance, not focused 
properly for grasping the details of 
such an important subject. 

Another is the belief of women pros- 
pects that life insurance is for men only. 
“This is one of the hardest things to 
overcome when soliciting women,” Miss 
Raines affirmed. To overcome it, a wo- 
man underwriter must study the psychol- 
ogy of buying, and when she does so, 
she will realize that in selling life in- 
surance, the death benefits must never 
be mentioned. Disability and old age 
protection—that is the appeal that must 
be made to women prospects. 

“And then here is something which 
most of you men will probably not be- 
lieve, but it is true nevertheless. Wo- 
men as a rule are less emotional than 
men when it comes to buying life in- 
surance. You all know, and preach in 
your agency meetings, that the senti- 
mental appeal to a man prospect is im- 
portant. But except in the case of wid- 
ows, or women with dependents, a 
woman prospect must be sold from a 
cold dollars-and-cents standpoint.” 
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TO CHICAGO BROKERS 


We invite your attention— 


MULTIPLE 
LIFE POLICY 





Devised for purpose of giving 
BLANKET insurance coverage 
to members of lodges, associa- 
tions, congregations and similar 
éroups to whom the usual forms 
of industrial group insurance 
do not apply. 


You will be attracted by the 
simplicity of procedure of this 
policy form in relation to appli- 
cations and selection of risks! 





Further information gladly furnished 


C. E. Randall, 
General Agent—Chicago District 


FRANKLIN LIFE 
INSURANCE COMPANY 
222 West Adams Street 
Franklin 0824 





ATwo Hundred Million Dollar Company 


ORGANIZED 1884 

















BRANCHES TO BE OPENED 
BY JOHNSON & HIGGINS 


—_——_—_—— 


CHICAGO AND DETROIT FIRST 


Life Department, Rapidly Growing in 
New York, Is Preparing to Ex- 
tend Activities Westward 





NEW YORK, March 8.—Expansion 
of the life department of Johnson & 
Higgins into some of the western branch 
offices will shortly be made. Gerald A. 
Eubank, general manager of the life de- 
partment, is now looking over the field 
and seeking available material. He_ is 
considering the opening of branch offices 
of the life department both in Chicago 
ahd Detroit. Mr. Eubank’s office in 
New York, opened the first of the year, 
has made a remarkable record. While no 
figures are available as yet, there is evi- 
dence that a very large total of business 
is being written and the office has at 
once stepped among the leaders’ class of 
general agencies. Mr. Eubank’s office 
has not only grown in the volume of 
business produced, but has rapidly ex- 
tended its activities since the first of 
the year, having opened a group depart- 
ment and an information and service 
bureau, the latter to furnish any appli- 
cant with complete data regarding any 
company’s policy plans. Thus far the 
work thas been confined to the New 
York metropolitan territory, but now 
the organization is getting ready to ex- 
tend its activities into the outlying 
branches. 


GRANTGES IS RECOGNIZED 
BY INTERNATIONAL LIFE 





The board of directors of the Interna- 
tional Life has elected W. F. Grantges, 
first vice-president and general manager 
of agents, to the newly created post of 
general manager. He maintains his of- 
fice as first vice-president and general 
manager of agents just the same. He is 
one of the successful men of the Inter- 
national Life who is a tower of strength. 
He has been with the company since 
it started. He knows all its ins and outs. 
He is one of the recognized agency lead- 
ers of the country. 


Connecticut Mutual Shows Gain 


An increase of 21.5 percent in new 
business issued so far in 1928 is reported 
by the Connecticut Mutual Life. In 
January and February $26,050,561 was 
issued, as compared with $21,444,449 for 
the corresponding period of 1927. The 
amount of business issued in January 
and February. last year in itself set a 
new high mark for the two-month pe- 
riod. ; 

The month just ended also showed a 
larger number of individual policies is- 
sued than in any other one month in 
the past 81 years. Figures for business 
on paid-for basis also show large in- 
creases for 1928, as $15,344,174 was paid 
for up to and including Feb. 22, 1927, 
while paid-for business in the corre- 
sponding period this year amounted to 
$17,916,611, 


Jefferson Standard’s Gains 


A gain of 12.5 percent in new busi- 
ness up to March 1 as compared with 
the first two months of 1927 and a gain 
of 57.2 percent in paid-for business for 
the same period, are reported by the 
Jefferson Standard Life of Greensboro. 

Total business written in the first two 
months was $15,473,000 and of this $14,- 
542,000 was less reinsurance as com- 
pared with $12,931,000, less reinsurance, 
in the first two months of 1927. Paid-for 
business to March 1 was $7,949,800 as 
compared with $5,057,100 in the first two 
months of last year. 


S. Ireland, superintendent of agencies 
for the State Mutual of Worcester, Mass., 
was in New York last week conferring 
with the New York general agencies. 





ANNOUNCE APPOINTMENT 
OF ASSISTANT ACTUARY 


BARNSLEY TO GUARDIAN LIFE 





Associate Actuary Howell of that Com. 
pany Has Resigned to Go 
with Prudential 





The Guardian Life has announced the 
appointment of Joseph C. Barnsley as 
assistant actuary. Mr. Barnsley has a 
long record of actuarial experience with 
both Canadian and American companies 
extending over almost a score of years. 

Born in England, Mr. Barnsley is a 
graduate of Oxford University, a fellow 
of the Actuarial Society of America and 
an associate of the British Institute. He 
came to Canada in 1909 and shortly 
thereafter engaged in actuarial work 
with one of the Canadian life companies. 
In 1914, when the war broke out, he 
went overseas with the Canadian forces 
and saw service until 1918. He then 
resumed his actuarial duties, and in 1923 
came to the United States to become 
associated with one of the American 
companies. 

Valentine Howell, whose resignation 
as associate actuary of Guardian went 
into effect March 1, leaves that company 
after an association of eight years. His 
ability and fine personal attributes won 
him a place high in the esteem and 
affection of his associates and in leaving 
to join the staff of the Prudential, he 
takes with him the best wishes of the 
Guardian’s officers and of his former 
associates. 

The duties relinquished by Mr. 
Howell will be taken over by W. M. 
Morris, who has been assistant actuary 
of the Guardian since 1926, and Mr. 
Barnsley. 


EQUITABLE LIFE OF IOWA 
HONORS NOLLEN IN MARCH 





The Equitable Life of Iowa announces 
a campaign in March in honor of Presi- 
dent Henry S. Nollen. This is the 
eighth consecutive March that the 
agents of the company have honored 
President Nollen with their production. 
Each year has shown an increase in 
paid-for production over the previous 
year and in March, 1927, all previous 
monthly records were broken with $10,- 
042,437 paid-for and $11,263,881 written 
and examined. 

This year the campaign idea will be 
carried out by the completion of allot: 
ments given to the 91 agencies of the 
company. The building of a beautiful 
reproduction of a large line drawing 0 
President Nollen will be used to in- 
dicate the progress of each agency to- 
ward completing its President’s Month 
allotment. The picture will be cut into 
seven horizontal sections. At-the be- 
ginning of the campaign a metal holder 
with the lower section was sent to all 
agencies. When 25 percent of the 
agency allotment is completed the sec- 
ond section will be sent. When 50 per- 
cent is reported, the third section will 
be sent. The other four sections wil! 
be awarded as the agencv secures eac 
additional 12% percent of its allotment. 


Massachusetts Ruling 


The attorney general of Massachusetts 
has sent to Commissioner Monk an opin- 
ion to the effect that the supreme lodge 
of the Knights of Pythias can not use 
for expenses any interest and or divi- 
dends received from securities making 
up the death fund reserve. P 

The supreme lodge contended tha 
under its by-laws such accretions could 
be used for expenses but the attorney 
general rules that such a by-law }5 in 
violation of the statutes governing fra- 
ternal benefit societies. 

During 1926 the society allocated the 
sum of $100,000 out of such interests and 
dividends to the expense account, on the 
grounds that it was an amount in exces 
of the 3% percent interest assumptio® 
‘on which its reserve is based. 
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STATES FIGURES FROM DECEMBER 31, 1927 STATEMENTS | 
 — Total New Ins. in Gain iniIns. Prem. Total Pd. Policy-_ Total 
i Assets Capital Surplus Bus. 1927 Force in Force Income Income holders Disburs. 
NEW YORK : 3 $ $ $ $ $ 
| Acacia Mut. Life... 23,369,388 ....... 1,329,202 65,067,500 264,258,116 37,981,370 .......  cescces seonces cescees 
Amer. Life, Colo... 2,392,835 100,000 132,976 3,777,508 45,106,072 1,543,722 478,549 655,976 206,628 510,731 
New Amer. L. & A., Ky.. 266,463 105,000 41,075 16,545,526 14,324,783 1,013,852 1,052,331 1,063,917 339,434 1,012,776 
Business In Force Amer. Nat., Mo...... 2,406,293 200,000 109,739 3,471,096 » 16,666,807 —241,192 '475,397 22,337 189,373 "404,822 
Conn. General ..... O. 33,472,492 82,523,806 | Anchor L. & A...... 20,128 20,000 US846 «_ cacweces 156,963  sscocce 16,673 17,652 4,946 26,284 
Conn. General ..... G. 12,459,132 135. 741,586 | ‘Atlantic Life........ 19,116,224 750,000 1,010,274 26,181,099 148,365,887 9,840,018 4, 371, 534 5,610,055 2,374,537 3,871,552 
State Mut., Mass.... 14,680,867 101,879,700 | Baltimore Life...... BEWeOe sco ceses 1,651,519 27,549,806 83,210,121 5,186,041 2,869, 096 3,455,784 1,158,654 2,464,601 
Canada Life Assn... 15,665,010 51,301,522 | Brooklyn Nat. Life. ‘559,749 200,000 °243,255 —_ 5,213,830 7,424,680 3,819,310 (181,396  '206,052 2 156,916 
Metropolitan Life..O. 297,781,530 1,630,820,678 | Chicago Natl. Life.. 1,200,843 2,354,430 37,978 20,053,205 52,399,451 12,126,696 831,219 938,292 361,594 826,365 
Metropolitan Life. .G. 160,322,306 433,461,235 | Crown Life, Canada 10,383,194 182,419 860,445 23,054,073 87,877,013 15,434,16 2,874,225 3,578,243 947,531 2,043,919 
Metropolitan Life...I. 252,422,604 1,218,403,449 | Elkhorn L. & A..... EEE ~~ scounee 9,544 1,029,103 5,665,531 —207,680 ‘(206,502 (286,907 372 183,081 
United States, N. Y.. 2,199,990 8,610,596 | Fidelity Mutual..... i 8! ae 4,257,664 56,043,412 366, 286, 022 23,230,646 13,316,943 18,046,639 9,151,667 12,655,240 
Empire State Life... 362,000 4,894,680 | Inter-Southern L.... 14,616,515 750,000 334,111 32,447,0 122,822,663 16,238,818 3,223,789 4,132,666) 1,915,329 3,596,409 
Columbian Protect... 1,258,150 1,747,638 | Midland Life 4,167,788 100,000 89,094 8,604,536 341242919 1/644/862 98,289 1,246,260 503,214 ‘977,742 
Woodmen Circle .... | 221.600 3,318,998 | Beigssouri Ins. ....... "784,034 200,000 161,602 8,873,503 (035,992 443,482 1,181,083 1,234,665 518,447 1,201,692 
Ae Benet NW. ¥... "P50 | “EfSdon | Northwestern Life... 148,044 100,000 24,783 1,069,000 1,478,497 615,497 |" 46,582 "75,185 3,000 _" 52,530 
, “ q a 9 PS »7 ° mr e« x 50 97 
a, Paaniuny '. gasbies aa tarage | Old Line Lite.-,:< 12408 age IRGIS GERIS ITAERLARE | hETO RD | GAbLAR eds.san BLASER gah Te abt Tas 
Mutual Life, N. Y... 102,531,884 740,091,450 | Provident L. & A.... 3,933,444 = 500,0 , 49.51% »865,9 3,219,01 655,532 4,603,05 220,182 £,083, 
Bankers, Iowa ...... 5,913,179 24,720,282 Oregon Life ........ 7,729,464 ...c00% 455,568 7,516,594 47,730,268 3,135,820 1,589,449 ,065,808 753,222 =. nneees 
Provident Mut., Pa. 14188193 101/253,/503 | St. Louis Mut. Life. 2,704,570 ....... 229'153 1,305,244 115181.646 $38,263 352,248 "507,430 242,083 368,717 
Imperial Assur. ..... 2,224,530 7,076,234 | Wis. St. L. Fd....... 230,830 =... ee nee 25,201 141,500 1,072,150 127,000 41,514 51,576 3,829 16,452 
Union Mutual ....... 2,120,985 8,601,092 
Postal ...cecsscves oO. 1,737,500 10,810,459 = SSS 7 
Basted ccccccsccces G. 35,000 846,825 - ° ° > 
Predentici ........ O. 217,123,112 1,075,966.870 aa a COMMISSIONERS MEET AT gate to present for discussion any topic 
Prudential ........ G. 31,347,340 " 72,573,166 |. a as » may deem i i sti 
Prudential "......., I, 340,780,599 1,465,177,895 | Natl. Res. Kans..... settee =, 382.808 WEST BADEN, IND., JUNE 4-5 oe may deem eo He fo rsp 
Columbian Nat. L. .I. 240 2,991 | Aetna Life.........-- wet ty itty dH | the chairman said. Hartford and De- 
Columbian Nat. L..O. 12,304,849 44,335,292 | Capital Life......... Foy ony 3981/9388 J . troit have made overtures for the fall 
Manhattan Life ..... 5,682,355  22'310104 | Bauitable of Towa. 19,68% OKLAHOMA CITY, March 7.—The | conventi Mr. Read said 
Northwestern Mut... 7,517,116 496,046,908 United Benefit, Neb.. 687,000 ¥ “0 197 - 3 . h N 1 convention, Mr. ea Said. 
ma... 47'877.424 325686238 | State Life, Md.. 1,347,334 17,643,197 | executive committee of the ationa 
Knights of Columbus 2,576,000 24'998:170 | Farmers & Bankers. 2,120,073 4.569.802 | Convention of Insurance Commissioners Northwestern Mutual Ratios 
a ee oe ‘3see93 1434453 | will meet June 4-5 at the West Baden 
erks' @ seccce »529,7 2, CEE <~ wm neg, FF geal om ety 020 OAK ° y . ; iv 
| ~~ ©. 172'530'685 997'ste'ney | Register Life ..°..°- 329.648 649.205 | Springs hotel, West Baden Springs, The Northwestern Mutual Life gives 
Travelers. -...-. G. 78,149,548 235,285,921 Guardian Life, N. 3 ¥.. 641,414 4,669,451 | Td, according to Jesse G. Read, Okla- | Some interesting ratios derived from its 
ay eG ; oa éoe-424 Mutual Beneft, N.'J. 1,275,416 — 12.038.233 | homa commissioner and chairman of the financial statement. Its ratio of net 
Union Labor 15. D.C. . lf] ~ =, 2 —~ee 2 fee ree 1 aoe ts? | executive committee of the convention. | interest and rents to mean bedger aneete 
est. Union, Wash. 2,804,002 4,200,000 . Sansee: eee ates ite i > | was 5. ; expen nd taxes to 
iow Gan. iatent 27'887.635 137 Bee 225 Literature and letters announcing the —— a expenses a fo 
Mass. Protect. L..... 318,500 1,199,000 | | we 1 meeting were sent by Mr. Read not only | total income 5.09 percent; expense 
— or N. Y. 24,500 129,236 | | || to all commissioners of the United | cept taxes to total income 12.12 percent; 
susamedoensadl “Veit meee 3,559,263 KENTUCKY | States, but to representatives of com- | taxes to total income 2.15 percent, com- 
= ————— panies and all those who usually attend | missions and agency expense to total 
OKLAHOMA =_— the convention, with a special invitation | income 7.42 percent; expenses and taxes 
| | Kansas City......... 281,557 515,587 | for all to attend, and to be prepared to | to premium income 16.98; commissions, 
\ a || ee Smee... QO  -pfse.ces «6—s« 49.058 | suggest topics for the program of the | etc., to premium income 10.39 percent. 
New Metropolitan Life. .0. 12,827,006 71,502,467 | annual meeting, which is to be outlined | General expenses to premium income 
Busi fe. .G. 2 .376, ‘ is i ¢ ini -13.5 
Travelers... 17.938. 091 ate. John tHancock Mui-0: o Sion 2 wetter at this session. If recipients of the let- | 3.57 percent. ree Se 
Kansas City......... 5,797,404 26,930,579 | John Hancock Mut.G et 500 1,207,000 | ters can not come, they are requested » A. Parmer, district manager of the 
Louisiana State 292,480 603,816 | Pacific Mutual....... 1,872,484 10,201,281 | to forward their suggestions to either 2 Bee — < 
Metropolitan ........ 18,907,344 48,942,844 | Ohio National........ 810,021 2,718,937 Berkshire Life, has transferred his office 
American, Mich.. 1,162,757 6.401.287 | Northwestern Mut.... 6,196,130 10,168,332 | >¢cretary Joseph Button or Mr. Read. | trom Iowa City to 1288 Merchants Na- 
Great Southern 5,839,110 26,766,705 | Equitable of Iowa.... 706,009 4,282,417 Opportunity will be given every dele- | tional Bank building, Cedar Rapids, Ia. 
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An interesting and comprehensive survey of The Guardian’s 
growth during the current decade is shown graphically in the 
Company’s Sixty-eighth Annual Statement. Upon request to 
the Home Office, a copy will gladly be forwarded to you. 


THE GUARDIAN LIFE INSURANCE COMPANY of AMERICA 


50 UNION SQUARE NEW YORK CITY 


\ 
\ 
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king Record of Progress - 


The extent to which MODERN LIFE INSURANCE 
SERVICE is finding a place in the life of the 
American people is clearly reflected in the 
Guardian’s striking record of progress in 
recent years. 








“The Company that Guards and Serves’’ 
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NYLIC INCENTIVES and AIDS TO SUCCESS 


























New York Life Agents 
‘Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 





This is the largest total secured by Nylic 
Agents in any year in the Company’s his- 
tory, exceeding their record for 1926 by 


$27,000,000 


The Company’s total insurance in force on 
December 31, 1927, was over Six and a 
Quarter Billions, viz., 


$6,285,800,000 


In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
greater achievements. 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 


New Home office Building 


now being erected on the site 
Madison 


of the famous old 


———— Square Ga 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 





A progressive up-to-date company with a of 
expansion and growth. s Sieemage 
All Texas is our field. 


“The Fast Growing Company of the Southwest’ 
San Antonio, Texas 














SELECT BUTTON TO HEAD 
NEW VIRGINIA BUREAU 





DEPARTMENT HEAD SINCE 1906 





Veteran Commissioner Regarded as 
Logical Man for Post Under Re- 
organization Plan 





Commissioner Button of Virginia has 
been appointed head of the newly cre- 
ated bureau of insurance and banking, 
retaining his former annual salary of 
$5,000. The appointment was made last 
week by the state corporation commis- 
sion which is to have direct supervision 
over the new bureau. Commissioner 
Button had been previously elected by 
the legislature. He has been commis- 


sioner of insurance ever since the bu- | supervisor. 


reau was created in 1906. Charles B. 


Coulbourn, deputy commissioner of in- | 


surance for the past six years, becomes 





| 
| 


McCALLUM IN CHARGE 
OF NEW DEPARTMENT 





DIVISION OFFICE IS OPENED 


Bankers National Life of Jersey City 
Establishes Headquarters in Chicago 
to Handle Six States 





William McCallum has just opened a 
Chicago division office for the Bankers 
National Life of Jersey City, N. J., which 
has just received its Illinois license. The 
office will have supervision over the IIli- 
nois, Indiana, Kentucky, Ohio, Michigan 
and Wisconsin fields. Three districts 
will be established in Chicago, for two 
of which general agents will be ap- 
pointed, the other to be handled by a 
In addition, a special bro- 
kerage department will be established. 
The supervisor’s office and the broker- 
age department will be at 100 W. Mon- 


actuary in the new bureau. M. E. Bris-| roe street. The general agencies are to 


tow, hitherto chief of the banking bu- 
reau, becomes deputy commissioner of 
insurance and banking. 


| 


After his appointment as head of the | 
new bureau, Commissioner Button was ance firm with offices at 1960 Insurance 


the recipient of congratulations. For 
some time before the announcement was 
made, it was reported that he was slated 
to be sidetracked and that the appoint- 
ment would go to someone else. This 
proved a source of concern to his many 
friends in the insurance world who re- 
garded him as the logical man for chief 
of the new bureau. 


NEW SECRETARY ON THE JOB 





William M. Milligan Has Taken His 
Seat as Secretary of the Pitts- 
burgh Life Underwriters 





PITTSBURGH, March 8.—William 
M. Milligan, who has been chosen ex- 





ecutive secretary of the Pittsburgh Life | 


Underwriters Association, 
Harold S. Brownlee, has assumed his 
new duties. Mr. Brownlee, who has held 
the office of executive secretary since 
the incorporation of the Pittsburgh Life 
Underwriters Association in 1925, re- 
signed to become agency secretary of 
the New England Mutual Life’s Pitts- 
burgh agency. 

he new secretary is a graduate of 
Muskingum College with the degree of 
A.B. In his college work he was prom- 
inent in various activities. He was a 
member of the inter-collegiate debating 
team; was editor of the college year 
book; was on the editorial staff of the 
college weekly paper; was a member 


of the glee club and was president of | 


the Stag Club. The association found 
him as a teacher of mathematics at the 
Ambridge High School where he has 
done highly efficient work. He is the 
son of the Rev. Dr. and Mrs. O. H. 
Milligan, of Avalon. 


Edmund Strudwick Dies 


Edmund Strudwick, head of the At- 
lantic Life until his retirement last 
month, died at his home in Richmond, 
Va., Monday night. Mr. Strudwick 
spent his early life in general business 
enterprises and entered the life insur- 
ance business by investing in the At- 
lantic Life, then the South Atlantic Life, 
in 1900. He was elected first vice-presi- 
dent in 1901 and president in 1905. He 
retired a year ago and was elected chair- 
man of the board, from which post he 
resigned just a month ago. 


C. S. Bollong 


Cliff S. Bollong, Oklahoma City, has 
been appointed state manager for the 
Southland Life of Dallas. 


Had Big February Business 
The McWilliam & Hyde agency of 
the Penn Mutual Life in New York 
City paid for $780,605 in February, a 


considerable increase over the business 
of the same month last year. 


succeeding | 





have separate offices. 
General Agents Appointed 
J. W. Roddick & Son, general insur- 


Exchange, has just established a life de- 
partment and has been appointed gen- 
eral agent of the Bankers National. 
W. W. Roddick will have charge of the 
life department. 

Mr. McCallum announces that it is 
the company’s plan eventually to have 
six to eight supervisors working out of 
the Chicago office. 

For a number of years Mr. McCallum 
has been in the life insurance business 
in the southern field. He announces 
that in June he will go to the Pacific 


coast to establish a division office for E 


the company at San Francisco. He will 
remain on the coast as director of the 
division, Announcement of the perma- 
nent Chicago division manager will be 
made at a later date. 





A. M. Brannon and E. Lewis 


Appointments announced by the I 
ternational Life include: : 

A. M. Brannon of Oklahoma City, 
Okia., as general agent at Winfield, 
Kan., and Ericson Lewis as_ special 
agent in St. Louis. Mr. Brannon has 
represented the International Life as 
general agent in Oklahoma City for the 
past five years. ; 

Mr. Lewis prior to joining the Inter- 
national Life was in the automobile sales 
business. He graduated from the United 
States Naval Academy in 1919 and when 
he resigned from the navy in 1924 had 
the rank of lieutenant. 


Michigan Life Reduces Capital 


In an apparent effort to get the com 
pany into immediate operation without 
the delays necessarily attending an ¢* 
tended _stock-selling campaign, pro 
moters of the Michigan Life, new De 
troit company, filed with the Michiga® 


department last week amended articles FF 


reducing from $250,000 to $100,000 the 
amount of paid-in capital stock essential 
to beginning business. ; 

Although a certificate of authority 
has not yet been granted by the dé 
partment, it is presumed that sanctio 
will be forthcoming within the nex 
week or ten days, thus allowing imme 
diate operations by the agency orgatt 
zation. Leonhard T. Hands, former 
commissioner, who was for a time super 
intendent of agencies for the Michiga 
Mutual Life and for the National Lilt 
U. S. A., which took it over, is movin 
spirit of the new company and form? 
Governor Alex J. Groesbeck is its pres 
dent. Lansing and Detroit capitalist 
make up the rest of its official perso™ 
nel. 


Missouri State Gains 
The Missouri State Life during the 
first two months of this year wrote i 
029,393, compared with $24,764,278 aS 
same period last year, a gain of $3,1% 
015. 
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AGENCY CONSERVATION 
IS IMPORTANT ITEM 





Turnover of Field Forces Is Costly 
Factor in Life In- 
surance 





COMPANY FIGURES GIVEN 





Show Startling Annual “Lapse” of Con- 
tracts—Home Offices Concen- 
trate on Problem 





NEW YORK, March §.—“Agency 
conservation” is regarded by many 
agency department heads as a matter 
of first importance in home office and 
field organization work in life insurance. 
Particularly since the Life Insurance 
Sales Research Bureau has developed 
a statistical service in connection with 
field work, the companies have come 


to realize that the turnover of agents 
is a costly and vital item. The rate of 
turnover is rather startling and all 
agency departments are now concen- 
trating on every possible means of re- 
ducing this turnover. Thus, “agency 
conservation” is one of the important 
problems on the agenda of the home 
offices for 1928, together with the prob- 
lem of conservation of business. 


Striking Figures Given 


The tremendous turnover in agents 
is shown by reference to statistics of 
one of the large companies. This com- 
pany entered into 4,500 new agency 
contracts in 1926, but in that same year 
it terminated 4,000 agency contracts. In 
the three year period ending with 1927, 
this company entered into 12,750 new 
agency contracts, but in the same three 
year period terminated 10,725 agency 
contracts. These figures show that the 
agency turnover was not a one year 
problem, but followed somewhat the 
same proportions each year. In the 
three year period nearly as many con- 
tracts were terminated as new contracts 
were made. In the three years there 
were more terminations than the total 
number of agents contracted with the 
company at any one time. In the case 
of this company the annual termina- 
tions represented about 40 percent of 
the entire agency force. 


Is Costly Item 


In view of such figures, which are not 
alone the experience of this one com- 
pany, it is clearly recognized that agency 
turnover is an important item. As it is 
generally agreed that there is an outlay 
of several hundred dollars for each new 
man put on, whether he produces or 
not, the constant retirement of 40 per- 
cent of the agency force each year rep- 
resents a loss which even the first year 
business of those men would doubtless 
not account for. It is in view of just 
this situation that the agency depart- 
ments are now concentrating on ef- 
ficiency methods in agency building. 
Most of the home offices are stressing 
the importance of efficient agency 
building and not merely quantitative 
agency building. They recognize that 
the mere addition of numbers of agents 
does not represent any definite progress 
in business. Not only is the turnover 
: agents costly in actual cash outlay, 
ut it creates a public ill-will in the vast 
army of ex-agents who do not entertain 
the highest regard for the business in 
Which they did not make good. Also, 
= Ss been the common experience that 
the business put on by those who do 
aan stay with the companies does not 
cc long with the companies. There 
=f igher lapse rate in the business put 
- y these temporary agents than is 
*perienced with the business of the per- 
manent producers. 
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The National Life and Accident 
Insurance Company 





(INCORPORATED) 


—— 


NATIONAL 


NC 
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NASHVILLE 











TENNESSEE 


Twenty-Eighth Annual Financial Statement Year Ending Dec. 31, 1927 


ASSETS 
Bonds and Stocks Owned...... $ 9,831,749.82 


( Frincivally Government, State, 
County, and Municipal Bonds ) 


Real Estate Leans, First Mort- 


gages 
Loans based on 1% o) 
less of property value 


7,596,973.48 


a 


Cash in Banks and Offices....... 896,361.55 


($725,381.47 at interest) 


Real Estate Owned............ 834,606.46 
(Mainly Home Office Building) 

Loans on Bonds and Stocks.... 114,625.00 

Net Unpaid and Deferred Pre- 

EE sik'onc cy-a0 udetweanceden 457,975.03 
a i EE ee 283,626.19 
Interest Accrued and Unpaid.... 262,555.75 

poe LA 2. $20,278,473.28 


LIABILITIES 


Legal Reserve, Life Insurance 
a ee eee $10,973,342.00 


American Experience 34%, St: 
ard and Sub-Standard 34% 


Legal Reserve, Disability Policies 202,030.37 
Contingent Reserve ........... 2,888,754.55 
( sti to cover increase Dis- 
ability Claims account adv ane: ) 
ing age of Policyholders 
Reserve for Epidemics.......... 1,000,000.00 
To cover excess mortality. or disabil- 
ity by reason of general epidemics ) 
Gross Premiums Paid in Advance 387,914.83 
Taxes Accrued, but not Due.... 331,905.36 
(Payable in 1928 on 1927 business) 
Due to Agents on Bonds, De- 
PI ME ccceaceennebecvene 403,013.07 
(Mainly a Savings Fund) 
Policy Claims in Process of Pay- 
ment and Adjustment........ 179,882.35 
Pg 41,770.42 
Liabilities Other Than Capital 
SE ED A bedcdcccecncetes 16,408,612.95 
Capital and Surplus............ 3,869,860.33 
Margin of Safety to Policy- 
holders over all liabilities ) 
TUOLAL LIABILITIES <.<.<. $20,278,473.28 





Total Claims Paid 28 Years Ending December 31, 1927 . 
Total Life Insurance in force December 31, 1927 
oe SS SS 
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$57,976,110.40 
$235 ,583,186.00 
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Just Reinsurance 
That’s All 
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Stephen M. Babbit 


President 
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Today’s 
Conception 


The main function of life in- 
surance, as now understood, 





a ee 
is to replace lost earning power. Connec- 
ticut General disability and retirement 
plans, and ‘the trust settlements the Con- 
necticut law. permits for the better pro- 
tection of beneficiaries, all help Connecticut 
General agents make life insurance more 
effective, more completely a substitute for 
lost earning power. 


Are you equipped for today’s needs? 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 






























ATTENTION 


The first three words in the Bible are “IN THE 
BEGINNING.” In short, this good old world had 
a beginning; so did every life insurance company; 
but some grew faster than others. 


Our growth has been EXTRAORDINARY. There 
is a reason, to-wit: 


We accept some business on non-medical basis. We 
insure children, ages 6 months to 14 years, non- 
medical basis. 

We insure women. 

Our policies are up to date and salable. ; 

Our premium rates compare favorably with the 
rates of other Companies. 

Our motto is “Service plus fair and square dealing.” 
Our commissions are liberal. 


Over $56,000,000.00 in force, close of 1927. 


Open territory in Illinois, Indiana, Kentucky, Mis- 
souri, Kansas and Iowa. 


Address all communications to 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 
Chicago, Ill. 

















Employes Pleased by 
Endowment Policies 
Which They Received 


THE possibilities of the use of life in- 
surance in gaining greater coopera- 
tion from employes was illustrated in a 
talk by Congressman Martin L. Davey 
of Ohio, president of the Davey Tree 


pany began taking out 20-year endow- 
ment policies on its responsible employes. 
Cooperation from them is essential be- 
cause in contact with the public they 
have in their keeping the success or 
failure of the business. Group and 
term insurance were passed up in favor 
of the 20-year endowment. i 

“We began by buying a $1,000 policy 
for a man who had been with us six 
years, increasing it to $2,000 for the 
man who had been with us eight years, 
and $3,000 for the man who had been 
with us 10 years, The effect of that 
was really quite remarkable.” 

Mr. Davey told how different em- 
ployes were very favorably impressed 
with the company’s interest in them. 
A result of the investment which not 
anticipated was the effect upon the 
wives of these men. They appreciated 
the protection which was offered them. 

“The result of this procedure was so 
satisfactory that we were obliged to 
lower the age limits, and at a later pe- 
riod, we began to buy a $1,000 policy 
for a man who had been with us four 
years instead of six, $2,000 for a man 
who had been with us six years and so 
we carry a very considerable amount of 
insurance. I think it is something over 
$250,000, and it is all endowment insur- 
ance for these responsible men. The 
results of that in the morale of our men 
have been remarkable. It has made 
them feel that we are thinking of them 
in a personal way rather than in a cold, 
mercenary sense. And so, we have been 
a, satisfied and pleased with the re- 
sult.” 


HART TRACES MODERN 
TREND OF BUSINESS 


(CONTINUED FROM PAGE 3) 


universally the plan of selling insur- 
ance programs. The next great move- 
ment will be a still further transition in 
which we will not merely diagnose the 
needs of the man and provide for them, 
but we will go to a man and ask him 
what his ambitions are. There is a vast 
stretch between the fitting of a man’s 
needs and the joining of life insurance 
to the towering ambitions of powerful 
human forces. 
Must Change Appeal 


“In order to do this we must change 
the basic appeal. We used to sell on 
the idea that life is full of disasters 
and pitfalls, and that although it is a 
distasteful thing to do the prospect 
should sacrifice to carry life insurance 
as a shock absorber against these pos- 
sibilities. That theory, in an age of 
pessimism out of which we are emerg- 
ing jnto an age of optimism, becomes 
obsolete. The dominant aspect of this 
age is that this is an age of thrills. <A 
man buys an automobile not because of 
duty and with a spirit of gloom, as he 
used to buy life insurance. Every great 
distribution success of the past 5 or 10 
years has been won not by playing on 
the spirit of gloom and dispair, but by 
riding the prospect on the buoyancy of 
enthusiasm. The problem in the dis- 
tribution of life insurance is to tie up 
the sale of life insurance as one of the 
genuine thrills of life. Although this 
sounds ridiculous it can be done. 


Make It an Ally 


“The great moving force which com- 
pels the construction of great engineer- 
ing projects, that directs armies, and 
builds up gigantic business enterprises, 
is the thrill that comes when a man is 
engaged in the pursuit of life’s ambition. 
If life insurance can be made an aid 








and ally to the fulfillment of life’s am- 


General Agent Says 
Change in Policies 
Should be Checked 


i T. SCHNEIDER of Omaha, gen- 
* eral agent of the National Life of 
Vermont, after reading a recent article 
in THe NATIONAL UNDERWRITER about 


: i lapses says: 
Expert Company. He told how his com- 


“It should be easy to stop lapses on 
account of twisting by agents of busi- 
ness in their own companies, or busj- 
ness of other companies. There is con- 
siderable. of this done in this state, and 
more twisting by agents in their own 
companies than business of other com- 
panies. It is-usually done by the agent 
pretending to act as an expert or ad- 
viser to the policyholder and advising 
him that it is to his advantage to change 
limited life policies that have been in 
force for a number of years to ordinary 
life insurance, the ordinary life policy 
to be of original date, and buying new 
insurance of course at attained age, and 
receiving the difference in reserve in 
cash. 

Can See the Practice 


“This is done so much that the com- 
panies should notice it in the home office. 
lf the general agent does not notice it in 
his office it is simply for no other reason 
than the practice is countenanced by 
him. I have been in the business 29 
years and have never been requested by 
a policyholder to-do this. Policyholders 
have asked my opinion about making 
such changes after they had been so- 
licited by other agents. My experience 
proves to me that this practice is coun- 
tenanced by general agents and com- 
panies, otherwise it would not be done. 
You say the agents are not to blame. 
but I want to most emphatically go on 
record as saying that they are to blame, 
because in practically all cases I am 
sure the agents suggest these changes. 

“Policyholders of course will avail 
themselves of the borrowing feature 
from time to time but this does not 
mean in my opinion that they intend 
to lapse, or that the policy should be 
changed to a lower premium for the 
purpose of writing additional insurance.” 


Kirven Made Vice-President 


Frank D. Kirven has been elected 
vice-president of the Manhattan Life. 
Mr. Kirven has been comptroller of the 
company and in his new duties will de- 
vote his attention particularly to the 
investments of the Manhattan. 


Many Marathon Club Prospects 
Twenty-five agents of the Northwest- 


|ern Mutual Life have paid for 66% of 


more lives in the first eight months ot 
the current agents’ year, and are well 
on their way to membership in the Mar- 
athon Club. To qualify for that club, 
an agent must write 100 or more lives 
in the year. Two have already qualified 
for the club. Among those who have 
written 6634 or more lives is Norman 
R. Hill of Pennsylvania, who has beet 
president of the Marathon Club the past 
two years by virtue of writing the great 
est number of lives. 








bitions, then we are joining life insur 
ance with the mightiest thrill that moves 
the human race. 

“The last among the modern tendet- 
cies is of especial importance. We havt 
been selling life insurance and then tof 
getting to take care of the proceeds 
The insurance agent of today and to 
morrow is going to make the sale a” 
then remember that the scientific dis: 
tribution of the proceeds is also one 
his responsibilities. As in chess th 
player is not thinking of the next move 
ahead but of the 30th move ahead, 
great problem for the life insurance man 
is to think about the 30th year aheaé 
and arrange the distribution of the pr 
ceeds of the policy so that it will © 
flect the purpose of the man who Pp 
the premiums during the long yea 
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MUTUAL BENEFIT LIFE 
HAS FIRST CONVENTION 


(CONTINUED FROM PAGE 3) 
years has been among the company’s 100 
leaders and for 20 years among its 50 
leaders. He has maintained weekly pro- 
duction for 4 years. Albert Steler of De- 
troit, Mich., was the leader in number 
of lives written. Mr. Steler is lame. He 
led the company organization in the 
number of lives written, however, mak- 
ing 236 individual sales during the year. 
He has led the company 4 times in the 
number of lives. He has been among 
the 100 leaders 10 times. He has aver- 
aged three lives a week for the last 12 
years. 

President Hardin’s welcome was 
answered by Wallace King of Lima, O., 
who responded on behalf of the agency 
force. Following the president’s address, 
talks were given by several others of the 
home office organization. Dr. William 
R. Ward, medical director, made an in- 
teresting talk on the historical back- 
ground of the Mutual Benefit. He traced 
its development since its organization in 
1845 and told of the conditions it encoun- 
tered in those days when it was the third 
insurance company to come into the 
field. In tracing the development he pic- 
tured the three outstanding personalities 
in its history, tracing it as a history of 
personalities rather than a history of 
material growth. 

Rhodes, vice-president of the 
company, spoke on the developments of 
recent years in the Mutual Benefit Life. 
He told particularly of the home office 
expansion necessitated by the growth of 
recent years. He said of the company’s 
new home office building that the present 
structure has ample room for expansion 
as well as facilities for upward extension. 
Dr. Ward pointed out that there was an- 
other occupancy even before the official 
home office residences were reported, 
that being the back of a grocery store in 
Newark, where the early transactions 
were carried through. Dr. Ward also 
spoke of the quality of underwriting in 
the early days, saying that the first pol- 
icyholder accepted by the company lived 
to pass the life expectancy of age 96. 


Actuary Also Records History 


John S. Thompson, vice-president and 
mathematician, was another home office 
speaker, outlining the development of the 
company from the actuarial standpoint. 
He told of the relation of interest rates 
to the business and showed that the in- 
terest rates increased persistently to 1922 
and since that time have been going 
downward. He spoke of the relationship 
ot the expense rate and the mortality 
rate also, and finally of the contingency 
reserve. Mr. Thompson said that there 
are some who feel that the large contin- 
gency reserves are not essential, but the 
Mutual Benefit believes that in the face 
of the factors now existing in the field 
these reserves are an ample protection 
tor a sound business. The contingency 
reserves proved ample for the emergency 
ot 1921, and similarly they will stand 
ready for use in any future emergencies. 
Sudden financial reverses are apt to 
arrive at any time in the general market, 
and the company with the big contin- 
gency reserve is in a sound position. 

Field Men Speak 


Following the talks by the home office 
men there were several brief sales talks 
by some of the leaders in the field. War- 
ren Toner of Newark emphasized the 
need of the individual working his own 
Way to his self-selected success. He said 
os if the agent wants success he can 
; us own price tag on it, as knowledge 
or what he is working towards and 
anal work will achieve the desired end. 
ee C. Hirsh of Philadelphia made 

veral suggestions regarding the suc- 
cessiul development of business. He 
ee out that work and regularity are 

‘sential in agency development. Tact he 
a gaa A emphasized and in this con- 

‘on pointed out that he has never 


oe a competitor, going on the 
sumption that it is free advertising for 


never capitalized the misfortunes of life, 
turning to economic life values as the 
focal point in his approach. Walter 
Perry of Raleigh, N. C., spoke of the 
dangers of getting into a rut, and said 
that to keep out of the rut the agent 
must always be assured that he has hap- 
piness in his work. When there is no 
happiness in the work there is every pos- 
sibility that the rut has been found. 

L. A. Cerf, Jr., of New York gave a 
talk on contacts, pointing out that this 
is a matter that will very largely take 
care of itself. A few good contacts at 
the start will lead to many excellent con- 
tacts in due time. Mr. Cerf also told of 
the use of the telephone in making ap- 
pointments, saying that he never uses a 
telephone in making a sale, but always 
uses it morning and afternoon to make 
definite appointments and route his calls. 
Carroll Otto of St. Louis, formerly of 
Chicago, told of the business phases of 
life insurance. He said that money was 
never so essential as it is today. It is 
the only unit of exchange today, which 
has not been true of past generations. 
Also, the system of credit has shifted and 
installment buying has made the value 
of insurance for life values evident. 

Sidney Freiberg of Cincinnati said 
that there are four fundamental reasons 
for buying life insurance. He said these 
reasons are the same as in the past, be- 
cause they are basic. The foremost rea- 
son is the replacement of life valye. The 
second is the elimination of time in 
building an estate. The third is buying 
an estate on the installment plan. The 
fourth is the only form of permanent 
property administration and trusteeship. 
Mr. Freiberg said that with these funda- 
mental ideas in view the agent can gauge 
his selling approach. Paul Cook of Chi- 
cago emphasized the value of the agent’s 
using what he has. He said that a vast 
amount of research work has been done 
in the past and the agent today is re- 
markably well equipped. Arthur Potter 
of Boston gave a talk based on the quo- 
tation: “As a man thinketh, so is he.” 
Mr. Potter said that a man’s success or 
failure is more often than not the result 
of the man’s mental objective. Walter 
Dunlap of Greenfield, O., said that he 
talks only income protection. Being in 
a rural field, he cannot talk tax protec- 
tion or life income, but merely must turn 
to the income protection feature. He 
gave an interesting discussion of sales 
methods in country territory. J. Arthur 
Pino of Lansing, Mich., spoke on the 
social significance of life insurance, em- 
phasizing its great importance in the 
social structure today. 


Group Conferences Held 


The morning session of the second day 
was given over to group conferences. 
The 500 delegates were divided into 20 
groups. Each of these groups devoted 
itself to an informal discussion of some 
aspect of a life agent’s work. The pur- 
pose of the group conferences was to 
give the agents the close personal con- 
tact of the opportunity of asking ques- 
tions which was impossible at the large 
general sessions. All of the agents bene- 
fited greatly from these group sessions. 
The afternoon and final session was pre- 
sided over by Matthew Hemmendinger 
of Newark. Samuel W. Sturm of Cin- 
cinnati gave a talk on selling large 
amounts of life insurance. He was fol- 
lowed by several others who gave five- 
minute sales talks. The afternoon ses- 
sion was brought to its conclusion by 
Clay W. Hamlin of Buffalo, N. Y., the 
leading producer of life insurance in the 
country. Mr. Hamlin spoke briefly of 
various phases of his work and per- 
mitted those in the audience to ask him 
questions as to various details. 

On the second evening there was a 
banquet, at which Hamilton Kerr was 
the toastmaster. A. H. Kollenberg of 
Grand Rapids, Mich., spoke on “The 
Opportunity for Personal Development 
in Life Insurance Work.” F. W. Pot- 
ter of Springfield, Ill., gave a historical 
talk. J. Franklin Ream of Cleveland 
gave a resume of the convention and 
President Hardin concluded the session 





the competitor. Also, Mr. Hirsh has 


with a farewell talk. 














OUR AGENTS’ WORKING TOOLS 


Monthly, Premium 
Policies for Women 
Child’s Educational 
Juvenile Policies 
6% Guaranteed Income 
Life Income: 
Modified Life 
Low. Cost Term 
Double Indemnity 
Disability Income 
Premium Waiver 
5% on Policy Proceeds 
Age Limits: 1 day to 
65 Years 





Openings for agents in the following territory; Ala. Ark., Ariz., 
Cal., Colo., D. C., Fla., Ga. Ky., La., Md., Minn., Miss., Mo., N. C., 
N. J., N. M., Ohio, Okla., P. R., S. C., Tenn., Tex., Va., W. Va., Wyo. 


For additional information, write direct to: 
W. T. O’Donohue, Vice-Pres. and Agency Mgr., Greensboro, N. C. 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, GREENSBORO, 
President North Carolina 


OVER 320 MILLIONS IN FORCE 





























“Jenks, I'd call the Reliance Life a young Company.” 


“That's just why its record of $375,000,000 of life insurance in 
force after twenty-four years is so remarkable. No other life in- 
surance company has grown faster than the Reliance, you know. 


“There must be a reason, Jenks.” 
“Yes—it’s simply the Perfect Protection. Policy.” 
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An Alliance or Misalliance? 


AN important note of warning was 
sounded by Rocer B, Hutt, managing di- 
rector of the NationaL ASSOCIATION OF 
Lire Unperwrirters, in his talk before the 
Denver sales congress. Mr, Hutt, ex- 
pressing his personal views on the im- 
portant bank agency problem, warned that 
some definite action seemed imperative in 
view of the present tendencies. While 
he did not specifically mention any banks, 
it was apparent that he had in mind 
throughout his talk the Bank or ITALy 
and its extensive branch bank system in 
California, now extending into the east. 
There were also references that could be 
traced to other outstanding banking or- 
ganizations, though the entire bank agency 
problem seems to be crystallized today in 
the BANK or ITALY situation. 

A remarkable spirit of cooperation has 
developed in recent years between trust 
companies and life companies. These are 
working hand in hand for the preserva- 
tion of life values, and the conservation 
of estates. This significant tendency was 
not overlooked by Mr. Hutt, and he em- 
phasizes the fact that the life men fully 
appreciate the helping hand which has been 
extended by countless of these institutions. 
Nevertheless, there has developed of late 
a disturbing tendency which is combating 
this spirit of good will and, unchecked, 

. 
Finer Spirit in 

Tuere is a much finer spirit in life in- 
surance than ever before. Field condi- 
tions have greatly improved in recent 
years. There is more harmony in the 
ranks and the angularities of competition 
have been greatly rubbed down. In a re- 
cent talk, JoHn MarsHatt Hotcomse, 
manager of the Lire InsuRANCE SaLes 
Researcu Bureau, said that when he be- 
came connected with the organization he 
was told that life insurance companies 
and general agents would not divulge their 
trade secrets. He said that he found this 
to be entirely untrue. Life insurance offi- 
cials, general agents and field men have 
been free to contribute their knowledge 
and experience to the general welfare. 
They do not hesitate to convey knowledge 
that will be of constructive worth to their 
fellows. In this way the great institution 
of life insurance is helped. We-find gen- 
eral agents and officials of one, company 
addressing agents of another company. 
There is an interchange of ideas. In some 
cities, general agents have arranged for 
a series of talks given by life insurance 
men of other companies.’ There. is no .sus- 


may break down the liaison between 
these two great American institutions. 
Some banks have entered the field with 
reckless abandon and are seeking to gar- 
ner the harvest of both. They not only 
wish to have the profits of their own busi- 
ness, but they seek to deprive their allies 
of their rightful profits. It is this ten- 
dency of which Mr. Hutt warns. The 
situation nation-wide is becoming tense. 
It is not felt of course in the ordinary 
turn of events, but in the undercurrent it 
is a powerful factor and a solution is being 
sought by those interested in the stability 
and welfare of the business. Banks and 
insurance companies have a great mission 
to fulfill through that cooperative rela- 
tionship which develops through the life 
insurance trust. There is no benefit to be 
derived by an unpleasant invasion of one 
another’s field, guided by the urge for 
profits. It is to be sincerely hoped that 
peace can be attained without open battle, 
for that can benefit neither institution. 
3ut, as Mr. Hutt now clearly points out 
and many others reiterate, peace must be 
secured. As Mr. Hutt suggested in the 
title of his Denver speech, there is a ques- 
tion as to whether this is an “Alliance or 
Misalliance,” should no improvement in 
the dangerous situation be forthcoming. 


Life Insurance 


picion that through this contact the visi- 
tors will attempt to disturb any of the 
men, 

At Davenport, Ia., recently the Guar- 
antTy Lire of that city celebrated its 25th 
anniversary. The Recister Lire, another 
Davenport company, placed an advertise- 
ment in the daily papers conveying its 
felicitations and good wishes to its com- 
petitor, At a luncheon the GUARANTY 
Lire invited all the members of the 
Davenport Lire UNpERWRITERS AsSSOCIA- 
110N to be present. The general manager 
in expressing his appreciation of their 
presence stated that he had no complaint 
to make whatever of competition so far 
as his company was concerned. He de- 
clared that the competitors had been fair 
and honest. 

The other night two of the general 
agencies of the Penn Mutua Lire in 
Chicago gave a dinner in honor of a third 
general agent that had just been appointed. 
Many of the general agents of different 
companies in the city were invited to this 
dinner. 

These are all 


indications of greater 








friendliness and cooperation in the ranks. 
It gives life insurance a great momentum. 
When people see life insurance men of 
the various companies standing together 
and upholding the great system of bene- 
ficence and protection they feel that here 
is a universal system marketed through 
different mediums. The system itself is 


the big thing. The marketing stations are 
essential but they are not as necessary as 
the system itself. Life insurance men 
therefore should stand for the legal re- 
serve system through thick and _ thin, 
These many evidences of good will re- 
vealed in the life insurance field today are 
most gratifying. 
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With the appointment of Charles E. 
Elliott, Jr., as manager of the group 
department of Johnson & Higgins. that 
imvortant division of their newly or- 
ganized life department will be under 
the leadership of a young man well 
trained in the handling of group insur- 
ance. Since his graduation from college, 
Mr. Elliott has been with the group 
department of the Aetna Life. From an 
intensive training course at the Aetna 
home office in Hartford, he went into 
the field and from the first made an 
excellent record for himself. In Texas, 
his native state, Mr. Elliott was group 
manager for both the Houston and San 
Antonio agencies; as these included the 
extensive outlying territories of those 
business centers, the entire southern and 
southwestern part of the state was under 
his supervision. While he was there 
he had the distinction of leading the 
entire country in Aetna group produc- 
tion for two consecutive months. 

After leaving Texas Mr. Elliott went 
to Baltimore to assume charge of the 
group department of the Friend L. 
Wells agency of the Aetna Life. 

Mrs. Clarence J. Daly, wife of the 
president of the Capitol Life of Denver, 
served as assistant director of the Amer- 
ican Legion Revue in Denver and 
starred in the performance. 


Martin Roe, assistant secretary of the 


Bankers Life of Iowa, has returned to | 





his work in the home office after an en- | 


forced absence of six weeks. 
month and a half brought Mr. Roe lots 
of luck—al!l bad. He was first troubled 
with an infection in his hand, and that 
was followed by attacks of both mumps 
and influenza. 

James L. Bergstresser, who was for- 
merly editor and publisher of the old 
“Insurance World” of Pittsburgh, died 
last week after a brief illness in his 45th 
year. His father, John W. Bergstresser, 
lived at Mount Carmel, Pa., and the 
son died there. His uncle the late, J. C. 
Bergstresser, founded the “Insurance 
World” in 1874 and on the death of the 
uncle the ownership and editorial man- 
agement passed to James L. He con- 
tinued that work up to 1924, when the 
paper was merged with the “United 
States Review.” Recently Mr. Berg- 
stresser became connected with the 
Bankers National Life of Jersey City 
as sales promotion and publicity man- 
ager. 


Edward C. Hintzpeter, son of Her- 
man- Hintzpeter, Chicago general agent 
of the Mutual Life of New York, left 
Chicago on Tuesday of this week for a 
motor trip to Florida. He is a mem- 
ber of the Hintzpeter agency staff. He 
will go first to Miami and after a stay 
there will go to Cuba, where he will 
spend a week or ten davs. After re- 
turning to Florida he will spend some 
time in the northern part of the state. 
He will motor back to Chicago about a 
month hence. 


Judge William S. Ayres, vice-presi- 
dent and general counsel of the Bankers 
Life of Iowa, died at his home in Des 
Moines March 2. at the age of 56. His 
death resulted from a heart affliction 
which had caused his confinement to his 
home and to his bed for the past four 
months. 

Death claimed Mr. Ayres at the con- 
clusion of ten vears of Bankers Life 
service. He joined the legal department 


The last | 





Ww. Ss. 


Late Vice-President and General Counsel 
Bankers Life of Iowa 


AYRES 


as assistant general counsel in March, 
1918; became general counsel on the 
death of the late I. M. Earle later in 
the same year; and was elected vice- 
president and general counsel in Janv- 
ary, 1926. 

Mr. Ayres had been a resident of Des 
Moines since 1894, the year of his grad- 
uation from the law school of Drake 
University. Mr. Ayres attained marked 
success in legal circles. He was ap- 
pointed assistant county attorney of Polk 


| County in 1910, and, upon the comple- 








tion of his term in that office, he was 
elected to the bench of the ninth Iowa 
‘udicial district. At the last election o 
the Polk County Bar Association, Judgt 
Ayres was elected first vice-president 0! 
that organization of prominent Des 
Moines attorneys. 
as Ayres was born in Knoxville, 
June 3, 1871. He was the son 0 
Orlante B. Ayres, one of Iowa’s pionett 
lawyers. His maternal grandfather wa 
W. M. Stone, governor of Iowa from 
1864 to 15868. 

In both his career and his ideals, Mr 
Ayres followed closely in the footsteps 
of his father, who was in 1886 elected t 
the bench of the fifth Iowa judicial dis 
trict and who spent the last three yea 
of his life as a member of the Bankers 
Life board of directors. Funeral sett 
ices were held Saturday afternoon af 
interment was made at the Glendal § 
Cemetery. 

He served as secretary and later presi 
dent of the Legal Section of the Amer 
ican Life Convention. 


fee or 


March is President Reynolds Mont! 
with the Kansas Citv Life. in honor 
President J. B. Reynolds’ birthda’ 
This has been a tradition with the com 
pany for many years, and always results 
in one of the largest productions of am 
month in the year. 


— 


George R. Whitney, for 
prominent figure in the life insuranct 
business in Nebraska, died at Lincols 
March 4. aged 55. He was preside? 
of the Home Guardian Life, which 
organized more than three years age 
Mr. Whitney some 15 vears ago of 
ganized the Central National 
which he sold to the Central States’ 
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St. Louis in 1923. Later he engaged 
in several business enterprises. Still 
later he was manager of agencies for 
the Midwest Life, leaving that position 
to organize the Home Guardian. 


A celebration was held at the Mil- 
waukee branch of the Travelers last 
week for T. H. Richey, manager of the 
life, accident and group department, who 
completed his tenth year as manager at 
Milwaukee. Mr. Richey was presented 
with flowers by his co-managers, branch 
office agents and his own staff. Frank 
R. Smith, the oldest agent in point of 
service for the Travelers at the Mil- 
waukee branch, who has been with the 
branch since 1907, presented Mr. Richey 
with life applications totalling $565,000, 
and accident applications totalling $2,000, 
all written the week previous to the an- 
niversary date on behalf of the agents, 
as a tribute to him. 

Mr. Richey has been a resident of 
Wisconsin all his life with the exception 
of nine years which he spent at Port- 
land, Ore., where he represented the 
Travelers. He was appointed manager 
at Milwaukee March 1, 1918. 


William H. Kingsley, vice-president 
of the Penn Mutual Life, has been ap- 
pointed chairman of the committee on 
taxation of the influential Pennsylvania 
Chamber of Commerce. He has also 
been appointed a member of the exec- 
utive committee of the Insurance Fed- 
eration of Pennsylvania. 


Friends and business associates gave 
a dinner at Columbus this week in honor 
of J. G. Monroe, for 20 years superin- 
tendent of agencies of the Midland Mu- 
tual Life. It was his 70th birthday an- 
niversary. 


_A. C. Tucker, president of the Royal 
Union Life, who has been ill for about 
four months, returned to Des Moines 
this week from Miami, Fla., where he 
has been convalescing from a severe 
attack of influenza and complications. 

He is in Methodist hospital, but able 
to take a daily walk. His physician has 
advised removal of tonsils, and the op- 
eration will be performed here. Later 
he plans to drive to Arizona, where he 
will remain until he recovers. 

Stuart Cooke, superintendent of the 
policy department of the Life Insurance 
Company of Virginia, has gone abroad 
for his health. He expects to be away 
six weeks. Mrs. Cooke accompanied 
him on the trip. Mr. Cooke is a brother 
of Philip St. George Cooke, secretary 
of the company. ? 

W. R. Harrison, Jr., associate man- 
ager of the Harrison agency of the 
Home Life of Little Rock, wrote and 
delivered $1,141,000 of new life insurance 
in 1927, exceeding his own stellar per- 
formance of 1996 when he delivered $1.- 
930,000. Mr. Harrison is one of the 
youngest men in the United States to 
break into the select company of million- 
dollar life insurance producers. 


_ In selling $1,413,000 life insurance dur- 
ing 1927, thus making the fifth consecu- 
tive _vear he has exceeded $1,000,000, 
Joe Maryman of the Gordon H. Camp- 
sel agency of the Aetna Life at Little 
wre Ark., has established a record for 
‘arkansas and has placed himself among 
nd individual insurance stars of the en- 
countrv, accordin 
Comet — gz to officers of the 


o Francis R. Huntington of Columbus. 
B. President of the Huntington National 
— of that citv and one of the organ- 
a of the Midland Mutual Life. died 
ee He served as treasurer, a 
— of the executive commitee and 
aa or of the company. He was one 
! o leaders in the financial activities 
us section. 


equator O. Fischer of St. Louis. gen- 
ite cet of the Massachusetts Mutual 
in pad vice-president of the National 
~ ncerwriters Association, was 
Perated on a few days ago for appendi- 











Linked up with 


The Lincoln National Life 








Abraham Lincoln once said: 
Ours. . . “is a just and generous 
and prosperous (social) system, 
which opens the way to all, gives 
hope to all, and consequent 
progress and improvement of condi- 
tion to all.” 


Lincoln was concerned that the bless- 
ings and prosperity and safety and 
future, and all good things, American, 
be available to every citizen. 


There are Lincoln ideals in business 
today, to a greater extent, perhaps, 
than ever before. We want to see 
“prosperity passed around—we want 
all to share it—for we know that this 
alone will be to our own advantage. 
We cannot be prosperous alone. 


Insurance gives a 
splendid example of 
team work and so- 
cial service in busi- 
ness. It puts its power- 
ful shoulder to the 
wheel—helping the in- 
dividual and helping 
the group. The more 
insurance in force, the 
less the social hazard of poverty, and 
less the individual peril and suffering. 
The more insurance in force, the more 
money is available to do the people’s 
work. It is easy to show the great 
social force of insurance. 


Tower of the 

Ornate Lincoln 

National Life 
Building 


Insurance helps individuals to 
keep their obligations and prom- 
ises. There is no longer any 
question that the standard com- 
panies will keep their contracts to the 
letter. There are some companies 
that do more. There are companies 
that are endeavoring to widen the 
range of their service and to build and 
keep to lofty ideals. The Lincoln 
National Life is such a company, it 
is its pride and its pledge to say: “Its 
name indicates its character.” 





“There are children who must 
work and earn rather than play 
and lgarn . . . there are mothers 
who scrub in darkened hallways 
to earn a scant portion of bread 
. « « there ore tattered old men 
and dependent old ladies whe 
once received good wages... 
and all this is probably because 
the ministry of insurance was not 
brought to them.” 

—Arthur F. Hall, 
President The Lincoln National 
Life Insurance Co. 


HE zeal and zest that such 

words indicate are a very 
real part of the spirit of every 
LNL staff member, in the home 
office, and in the field. With that zeal 
is a singular loyalty and pride—a 
Lincoln spirit. Here is a proof of it 
—say one word against Lincoln, or 
against insurance, or against The Lin- 
coln National, to even an office boy of 
the company and you will have a 
fight on your hands—it has been tried. 
We of The Lincoln Life are proud of 
the Lincoln spirit. 


A Symbol of Our Company 


We are proud of our beautiful 
building, with its efficiency and 
comfort and equipment for su- 
perior service. We take pride in 
the compliments that have been paid 
it, in such glowing terms as “the most 
beautiful insurance building in Amer- 
ica.” Its lighted tower top is a symbol 
to us, of the ideals of our company. 


We are proud of LNL and its 
strength which is as the strength of 
steel. Point after point prove its 
strong position, Its continuous man- 
agement from the beginning, its size, 
its surplus. 


Here is but one to be 
said in a sentence—The 
state law under which 
The Lincoln National 
Life Insurance Company is organized 
is not satisfied with mere careful in- 
spection, nor is it content with regula- 
tion; it requires the actual deposit in 
its own custody of approved securities 
in an amount not less than the net 
cash values of all its outstanding poli- 
cies! Here is safety to the nth degree! 


We are proud of the field men of 
The Lincoln Life, those stalwart mis- 
sionaries of protection, who are the 
voice and living representatives of 
The Lincoln Life to the people. 


ARTICULARLY do we 

point with pride to the Min- 
ute Men of this field force— 
agents who have earned their 
title by a super-human effort—who 
have done a big years work in four 
short months—at the eleventh hour 
call of their leaders. This year nearly 
fifty agents won that great honor, 
more than in any year before. LNL 
men take great pride in earning the 
right to be members of the various 
Lincoln Life Honor Clubs — the 
Emancipators, the Circuit Riders, the 
Railsplitters, to name a few. They 
watch each others records, and take 
satisfaction in each others rewards, 
honors and distinctions. The Lincoln 
spirit is alive in them. 


A Kit Full of Tools 


Men like these deserve and get 
every co-operation, and each pos- 
sible aid. No Lincoln Life man 
is lost in the mass. Each man has 
fellowship with other Lincoln Life 
men, no matter what their rank. Lin- 
coln Life men demand and get su- 
perior service for their policyholders, 
just as they are backed with superior 
tools and helps. 


LNL sales aids and LNL stim- 
ulation and encouragement 
backs a full range of life poli- 
cies. Why a Lincoln Life agent 
can write a babe, who has barely 
seen the light of day; he can offer 
some form of contract to everyone, 


Just as Lin- 
coln Life men 
have a wide 
range of tools, 
do they have a 
wide range of 
territory; they work from coast to 
coast carrying their message of thrifty 
living and preparation. Take Iowa 
for instance. LNL men there are 
organizing for more aggressive serv- 
ice to the people of that great 
commonwealth and recruiting new 
men to the banner of the company 
they love—the company so young, yet 
so strong—the company which reached 
the half billion dollar mark of insur- 
ance in force quicker than any other 
the growing, vital, friendly com- 
pany, The Lincoln National Life. 








The Lincoln National Life Insurance Company 


Ft. Wayne, Indiana 
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NOTABLE GAIN 


IN ASSETS 


. 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 in 


1927. 


The Company’s exact total of Ad- 
mitted Assets on December 31, 
1927, was $103,615,053.81, which 
was a gain of $12,901,440.60 as 
compared to the total of Ad- 
mitted Assets on December 31, 


1926. 


BANKERS LIFE COMPANY 








Established 1879 





The Onward March Company 
GERARD S. NOLLEN, President 


Des Moines, Iowa 


























A Specimen Copy 


of our 


Preferred Whole Life Policy 


will be sent to anyone requesting it. 


This policy which has met with 
such instant success since its intro- 
duction on November Ist is issued 
in amounts of not less than $5,000 to 
risks distinctly above the average of 
those entitled to standard insurance. 
This super-standard or preferred 
group is given through a reduced 
cost for their insurance the benefit 
of the fact that they are better risks 
than the average. 

Premium Rates for $10,000 

Age 25—$174.90; age 35—$229; 

age 45—$323.90 
Subject to reduction by Dividends 


HOME LIFE INSURANCE COMPANY 


Ethelbert Ide Low 
President 
256 BROADWAY, NEW YORK CITY 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 








————————————————————————— 





citis. He will be away from the office 
all the month. He is recuperating from 
his operation in satisfactory shape. 


Clarence Axman, editor of “Eastern 
Underwriter,” will give a luncheon to 
newspaper men in honor of Josh Lee 
of the University of Oklahoma on 
March 9 in New York. Mr. Lee was 
one of the speakers at the New York 
Life sales congress. 


Dr. T. C. Denny, president of the 
Central Life of Iowa, is on a “flying 
trip’—to visit the company’s general 
agents along the Pacific Coast—by mail 
plane. On this, the Central Life presi- 
dent’s second air voyage west, pilot and 
passenger were forced down by a storm 
in Wyoming. 


Albert E. Mielenz, of Milwaukee, 
general agent in Wisconsin and upper 
Michigan for the Aetna Life, compieted 
his 37th year with the company March 
1. In 1891 he became a local agent 
under Thomas R. Lynas, who was man- 
ager for the Aetna Life in Milwaukee 


at that time. Mr. Mielenz was ap- 
pointed assistant manager at Milwaukee 
in March, 1902, which position he held 
until Jan. 1, 1910, when he became part- 
ner of Mr. Lynas in the firm of Thomas 
R. Lynas & Co. Mr. Lynas died late 
in 1917 and Mr. Mielenz received the 
appointment as general agent of the 
company in this field, effective Jan. 1, 
1918, 

The volume of paid-for life business 
in 1918, the first year Mr. Mielenz was 
general agent, amounted to $2,300,000 
and the paid-for group _ business 
amounted to around $1,000,000, making 
a total in excess of $3,000,000. In 1927, 
the total paid-for volume in the life and 
group lines amounted to $17,035,000. 


News of the appointment of J. B. 
Wood as educational director for the 
International Life has reached Shang- 
hai, China. Mansfield Freeman, vice- 
president of the Asia Life in Shanghai. 
has written the International Life for 
a copy of the correspondence training 
course for agents prepared by Director 





Wood. 











LIFE AGENCY CHANGES 








W. N. WATSON GOES TO BOSTON 





Will Be Associated with Edward I. 
Brown in Management of Phoenix 
Mutual Life Agency There 





BOSTON, March 8.—Edward I. 
Brown, for more than eight years man- 
ager of the Boston agency of the Phoe- 
nix Mutual Life, has announced Wallace 
N. Watson, from the home office in 
Hartford, will come to Boston to re- 
lieve Mr. Brown of the sole responsi- 
bility of guiding the agency here. Mr. 
Brown will remain as associate man- 
ager but the new arrangement will leave 
him free to devote more time to his 
personal clientele. 

Mr. Watson, an alumnus of Purdue 
University, joined the Phoenix Mutual 
in 1925, having been previously con- 
nected with the Santa Fe Railroad in a 
sales capacity. After graduating from 
the home office service school he estab- 
lished himself as an insurance counselor 
in Pittsburgh, where he became one of 
the company’s largest personal pro- 
ducers. In less than two years he was 
brought to the home office as agency 
assistant, traveling among the various 
branches, demonstrating his own service 
methods and coordinating the work of 
the agencies. 

Mr. Brown has earned an enviable rep- 
utation as a salesman and insurance 
counselor. Under the ten years of his 
active leadership the volume of business 
produced by the Boston agency has 
nearly doubled. He entered the service 
of the Phoenix Mutual in 1913, was pro- 
moted manager at Buffalo in 1917, and 


“was appointed to his present position in 


Boston in 1919. 


O. C. Chisum 


The Whitney Harb general agency of 
the Penn Mutual Life, Little Rock, Ark., 
has announced that O. Clifton Chisum, 
widely known local insurance man, is 
now connected with the Harb organiza- 
tion as agency supervisor. Mr. Chisum 
for six years was connected with the 
England National Bank. 


R. C. Clark 


The Atlantic Life announces the ap- 
pointment of R Clark as general 
agent at Dothan, Ala. His territory in- 
cludes southeastern Alabama and west- 
ern Florida. For the past 17 years he 
had been district manager at Dothan for 
the Travelers. 


W. R. Wills 


_The Life Insurance Company of Vir- 
ginia announces the appointment of 




















Wyndham R. Wills as general agent at 





Richmond, succeeding Arthur P. Wil- 
mer, who died recently. Mr. Wills, who 
is originally from Louisa, Va., started 
out with the company in 1912 as a clerk 
in the auditing department. Later he 
became a traveling ordinary instructor. 
During the World War he served as a 
sergeant major overseas with the A. E. 
F, After the war he connected with the 
Travelers branch office in Washington, 
D. C., developing into a consistently 
steady producer. His associates there 
presented him a handsome gold watch 
when he left for Richmond. 





H. F. Freund 


The Mutual Life of New York has 
announced the appointment of H. 
Freund as district manager at Evans- 
ville, Ind., to succeed Argyle Brown, 
who’ has been transferred to Terre 
Haute, Ind., as manager. 





R. Simons, E. T. George 


Robert Simons and Edwin T. George 
have been appointed general agents of 
the Shenandoah Life at Louisville, Ky. 
Offices have been established at 406 
Starks building. Mr. Simons, who is a 
native of Louisville, has been a success- 
ful life producer for a number of years. 
Until recently Mr. George was sales 
manager of the Cisco-Howes Utilities 
Company. 





George D. Alder 


George D. Alder, past president 0! 
the National Association of Life Under- 
writers, has resigned as general agent 
of the National Life of Vermont at 
Salt Lake City and will devote his time 
to the service of policyholders and 
clients. Mr. Alder is not enjoying the 
best of health and a rest was deemed 
advisable. 





New York Life Changes 


Henry Leivestad, formerly connecteé 
with the Minneapolis agency of the New 
York Life, now is manager of the Farg° 
agency of the same company, succeed- 
ing C. W. Ledgerwood, who is noW 
manager of the Duluth agency. Mr 
Leivestad, in his position at Fargo, 's 
in charge of about 50 agents of the 
company through the eastern hali 0! 
North Dakota. 





Archie C. Utter 


The general agency firm of Utter & 
Thomson, who represent the New Ené- 
land Mutual Life at Detroit, has bee# 
dissolved. Mr. Thomson desires to b¢ 
relieved of agency responsibilities and 
in association with his son will conduct 
an independent insurance office. Archie 
C. Utter succeeds to the firm. 
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EASTERN STATES 


TRIBUTE TO J. ELLIOTT HALL 




















New York City General Agent of the 
Penn Mutual Life Honored on 
His Anniversary 





NEW YORK, March 8.—Signal trib- 
ute was paid J. Elliott Hall, New York 
general agent for the Penn Mutual Life, 
on his “tenth” birthday last week. Mr. 
Hall is one of those whose birthday 
only is celebrated once in four years. 

On Feb. 29 this year Mr. Hall ar- 
rived at his office to find it filled with 
the members of his agency and their 
wives. They presented him with a 
handsome scroll in honor of the occa- 
sion and, more significant, signed ap- 
plications for $400,000 on their own 
lives as personal testimony of the high 
esteem in which their leader is held. 
In addition, he was given a report of 
the February business, which estab- 
lished a new record, with 483 lives in- 
sured for a total of $3,667,205 of paid 





J. ELLIOTT HALL 


business. This was the greatest month’s 
total in the history of the agency and 
a 50 percent increase over February of 
last year. The agency also showed a 
remarkable increase in January. Mr. 
Hall is vice-president of the New York 
Life Underwriters Association and one 
of the outstanding New York general 
agents. 


ATTACK SAVINGS BANK PLAN 








Massachusetts Governor Says State De- 
partments Rendering Special Service 
Should Be Self Supporting 





_ BOSTON, March 8.—Savings bank 
life insurance as conducted by the state 
came up for severe criticism before the 
legislative committee on state adminis- 
tration last week, due to a recommenda- 
tion of the governor that all state de- 
partments giving a special service to a 
special class should be self sustaining. 
The immediate matter under discussion 
was House bill 808, containing a petition 
of Merle G. Summers, chairman of the 
legislative committee of the Boston 
Life Underwriters Association, which 
would provide that the expense of main- 
taining the division of savings bank life 
surance be assessed upon the several 
interested banks in proportion to their 
Premium income, or otherwise. 

udget Commissioner Charles How- 
ard appeared in favor of the bill and 
feDhasized the intent of the governor 
a all departments, especially those 
endering a special service to a special 
class, should be self sustaining. 
of nee I. Brown, former president 

the Boston association, pointed out 












LLINOIS LIFE INSURANCE CO 
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— 
JAMES W. STEVENS, Founder 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 
We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 
In your letter please state the line of work in which you 


are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 
James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Iliinois Life is The Dean of the Illinois Legal Reserve Companies 
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AMERICAN LIFE 
INSURANCE CO. 


—— 








OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 


Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








BERT H. ZAHNER 
Chicago Manager 


MERLIN OATES 
Actuary 


MORTON BIGGER 
Secretary 


A. C. BIGGER 
President 

Cc. W. SIMPSON 

Medical Director 





































Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign 
to organize the man-power of its Field force through care- 
fully selected additions and through education and coopera- 
tive supervision. 

Important General Agency appointments are being 


made, and a comprehensive plan of teamwork between 
Agency department and Field is being put into operation. 


If you have organizing ability, or sales ability, or the 
desire to be a life underwriter, plus ambition and industry, 
we can supply successful methods for putting them profit- 
ably at work. Address— 

Hugh D. Hart, Vice President 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 









































$7.25 Invested This Way | 
Pays Big Profits 


It and pays BIG to know when you owe it to your 
ies expire—what kinds of insurance business to send in this 
your client is holding—how much more coupon NOW. 
he needs—how much you have 
in renewals—what accounts are delin- 
out after FRED P. McKENZIE 
ere is still Executive Secretary 
Soe pro- HPEASSOCIATION 
that fit the indi- — 
cases—you can 
birthday — Surely, 


ACCURATE LOOSE LEAF CO. 
81 NASSAU STREET 
NEW YORK _CITY, N. Y. 
































The Life Insurance Company of Virginia 


Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Since Organization, Over Forty-Three Million Dollare 
Phy 5» — BRADFORD H. WALKE® 
of the Board President 























that the original intent of the law, that 
a needy, helpless class was to be given 
life insurance and annuities at cost, had 
not been carried out. Instead the de- 
partment had expanded into the propor- 
tions of a life insurance company with 
a home office in the state house and all 
the usual salaried officers found in a 
private company. Instead of serving a 
needy class the institution was making 
a business of selling life insurance to all 
at large amounts. 


Gives Interesting Figures 


Mr. Summers pointed out that the 
money which was being advanced to the 
savings bank life insurance department 
was not merely for supervisory purposes 
but was being used for promotion and 
managerial purposes. He said that the 
entire state insurance department was 
given only $142,000 to supervise all the 
insurance business of the state, and last 
year the insurance in force on citizens of 
the state was $3,600,000,000. The savings 
bank life insurance department repre- 
sents but $50,000,000 of life insurance in 
force and gets $30,000 for carrying on 
its work from the state. If the insur- 
ance department of the state were con- 
ducted on the same liberal policy ac- 
corded the savings bank life insurance 
branch, it would cost $2,528,000 to super- 
vise the insurance carried in private 
companies of the commonwealth last 
year. It was obvious that the subsidy of 
the state is being used for something 
beyond mere supervisory cost. This 
expense, declared Mr. Summers, should 
be paid back by the banks which are 
conducting the business under the au- 
thority and with all the prestige of the 
state seal, in competition with private 
insurance companies. 

Mr. Summers made it plain that the 
life insurance men did not object to 
the plan so much as to the pretention 
that the state ‘was selling life insurance 
at cost and that this reflected apparently 
a higher cost of insurance in private 
companies than actually existed, by com- 
parison. It was unfair competition con- 
ducted in the name of the state. 





HOLD COLUMBUS CONGRESS 


Excellent Program Presented in Ohio 
Capital—Special Honor Is Paid 
to “Bill” Roper 


COLUMBUS, O., March 8.—The 
Life Underwriters Association of Co- 
lumbus staged its annual sales congress 
here this week. Attendance was very 
large and the program was one of un- 
usual interest. Speakers included Harry 
W. Hutchins, National Life of Vermont, 
Cincinnati; Frank M. See, Union Cen- 
tral Life, St. Louis; John E. Murray, 
Penn Mutual, Cleveland, and William A. 
(Bill) Roper, Prudential in Philadel- 
phia, famous Princeton football coach. 
The speaker at the luncheon was 
Charles M. Newcomb, Cleveland, on 
“The Philosophy of Fear.” While in 
Columbus, Mr. Roper was entertained 
by heads of the football department of 
Ohio State University, who also were 
invited to the sales congress luncheon 
in his, honor. He also was entertained 
by Columbus Princeton men at a din- 
ner at the Columbus club. 


CUNNINGHAM AGENCY 
IS RUNNING STRONG 





NEW YORK, March 8.—Philip D. 
Cunningham, manager for the Mutual 
Life of New York in downtown New 
York, reports another record month for 
February, nearly doubling last year’s 
business and maintaining a pace for 1928 
which promises to make this year’s total 
twice that of 1927. The February paid 
business was $1,892,000 and in January 
the agency paid for $2,150,000. These 
two months alone equal one-third of 
last year’s total. Mr. Cunningham took 
over this agency in 1925, prior to that 
being with the Travelers. At the time 
of his appointment the agency was 
paying for less than $6,000,000. Last 





year it paid for $12,000,000 and it is now 
writing at the rate of $24,000,000. 





New Agency Appointment 

The Berkshire Life announces an im- 
portant change in its New York City 
representation whereby the Robert A. 
Van Alst, Jr., agency is succeeded by 
the partnership of Van Alst & Wendt. 
The individual members are Mr. Van 
Alst and Paul R. Wendt. The latter 
was previously representative of the 
Equitable Life of Iowa as general agent 
in New York. Before that he was the 
company’s representative for northern 
New Jersey. 


Building Successful Agency 

William Ittman has been very success- 
ful in building up his agency in eastern 
Massachusetts for the Equitable Life 
of Iowa. Since his appointment last 
November Mr. Ittman has been assem- 
bling a group of live wire associates for 
field and office service. Mr. Ittman was 
formerly a million dollar producer for 
the Aetna Life. He comes from a noble 
family in Germany, having gone to the 
university with one of the Kaiser’s sons. 
Later he joined a crack regiment and 
got into trouble through a duel with 
a Frenchman who had insulted his com- 
manding officer. As a result he left 
Germany and came to this country 15 
years ago. 

Mr. Ittman sells an unusually large 
volume by use of charts and income 
arguments. He was one of the mem- 
bers of the “Million Dollar Round Ta- 
ble” discussion at the last National Life 
Underwriters Association meeting at 
Memphis. 


Burr Has Big Start 


M. Rodney Burr, who took on a new 
general agency for the Brooklyn Na- 
tional Life in uptown New York on 
Feb. 1, has completed his first month 
with over $500,000 of new business writ- 
ten. The Burr agency is one of the 
most recent appointments of the com- 
pany, but in its first month of operation 
tt wrote nearly one-half of the month's 
new business, 





More Sales Congress Speakers 


An additional speaker at the insurance 
trust session Tri-state Sales Congress in 
Philadelphia, March 15-16, will be Rob- 
ert Dechert, vice-president and counsel 
of the Penn Mutual . His subject will be, 
“Essentials of a Life Insurance Trust 
Deed.” 

Ernest W. Owen, manager of the Sun 
Life at Detroit, has been added to the 
Friday program. Friday’s sessions will 
have a distinct innovation by way of 
field men as presiding officers. Joseph 
Reese and Walter Craig will respectively 
preside at the morning and afternoon 
sessions. 


Myrick Reports Gain 
Julian S. Myrick, New York general 
agent for the Mutual Life of New York, 
reports that the Ives & Myrick agency 
had an excellent February, showing 4 
gain of 10 percent over the business of 
February last year. 





Smith Is Agency Supervisor 


NEW YORK, March 8.—Harry W. 
Smith has been appointed agency super 
visor for the Joseph Stein Agency ° 
the Manhattan Life in New York, 
known as the Greeley Square Agency: 
Mr. Smith was formerly with the home 
office of the Manhattan Life as mat 
ager of the conservation department. 





Brooklyn National Life’s Month 


The month just ended was the largest 
in the history of the Brooklyn Nation 
Life. The February written business 
totaled 360 applications for $1,290,700 % 
insurance, showing a remarkably his* 
average of $3,600 per policy. The tot 
for the first two months shows 627 4? 
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plications for $2,064,000 of life insurance. 
This business written for January and 
February represents an approximate 
increase of 100 percent over the same 
business for the first two months of 
1927. 





Taggart Speaks at Altoona 


Col. Matthew H. Taggart, insurance 
commissioner of Pennsylvania, addressed 
the members of the Blair County Fire 
& Casualty Agents’ Association and the 
Altoona Association of Life Underwriters 


| 
! 





at a largely attended meeting at Al- 
toona. 

Colonel Taggart told of his efforts to 
keep the business clean of agents who 
are unfit for work. G. W. Matson, presi- 
dent of the Pennsylvania Association of 
Insurance Agents, spoke briefly and 
lauded the work of Colonel Taggart as 
insurance commissioner. Mr. Matson ex- 
plained the close relation of the state 
association to the insurance department 
of the state. 

P. J. Reiley of the Equitable Life of 
New York presided at the meeting and 
introduced the speakers. 











IN THE MISSISSIPPI VALLEY 














INSURANCE COURSE FOR K. C. 

Fire, Life and Casualty Men Join in 

Presentation of Various Lines at 
School of Commerce Classes 





KANSAS CITY, MO., March 7.—A 
general course in insurance, to be 
taught by prominent insurance men of 
this city, has been inaugurated as a part 
of the curriculum of the Kansas City 
School of Commerce, which is to be one 
of the units of the Lincoln & Lee Uni- 
versity in this city. The insurance ad- 
visory committee includes Thomas S. 
Ridge, Jr., president of the Insurance 
Agents Association; W. F. Maring, Jr., 
secretary of the association; Richard T. 
Smith, president of the Life Under- 
writers Association of Kansas City, 
Charles L. Scott, national committeeman' 
of the National Life Underwriters As- 
sociation, and Cliff C. Jones, chairman 
of the insurance committee of the Cham- 
ber of Commerce. 

The course will continue for 16 weeks. 
It began March 5. It will meet each 
Monday evening from 6:30 to 8:30. The 
instructors will be John C. Higdon of 
the Business Men’s Assurance, W. F. 
Maring, Jr.. W. G. Chestnut of the 
Western Adjustment, James Van Buren, 





resident vice-president and manager Fi- 
delity & Deposit; Howard Campbell, 
manager of the special service depart- 
ment of R. B, Jones & Sons, and Myron 
N. Platt, branch manager of the Trav- 
elers. 





Are Entertained Royally 


President William A. Law and Vice- 
President Hugh D. Hart of the Penn 
Mutual Life were guests of the Kan- 
sas City bankers at their meeting last 
week, Officials of the Kansas City Life 
also tendered a dinner to the Penn Mu- 
tual Life officials during there stay in 
the city. There were brief addresses by 
W. T. Grant, president of the Business 
Men’s Assurance, and J. B. Reynolds, 
president of the Kansas City Life. 





Common Law Wife Can’t Recover 


Judge Woodrough of the federal court 
at Lincoln, Neb., has decided in favor 
of the Woodmen Circle and Woodmen 
of the World in a suit brought by Mrs. 
Maude Voorhees, although she was 
named as beneficiary in the policies at 
issue when they were originally taken 
out by her former husband, Charles 
Voorhees. Following their divorce the 
couple went back to living together 
without securing legal permission, and 


Round Out Your Service 


Here’s a policy that will back up every talk- 
ing point of company and service. Think it 


over: 
Any natural death .......... $ 5,000 
Any accidental death 10,000 


Certain accidental deaths .... 
Aceident Benefits .....$50 per Week 
(Non-cancellable) 

Also Disability Income, Waiver 
of Premiums, etc. 








ALL IN ONE POLICY | 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice-President, Eugene E. Reed, will 
tell you all about it. Write him direct—and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCECOMPANY 


oe New Hampshire 
Inquire! ll 

















SUMMARY OF 1927 
FINANCIAL REPORT 


I CN ious Veet nee caweeawatdeenl $136,730,299.00 
Gain in Insurance in Force................- 11,375,494.00 
aac bwcxueuswensdeees 28,512,358.00 
We TD cece esas itsenietebenttaens 20,185,583.22 
Net Surplus and Contingent Reserves...... 947,832.15 
Total Payments Made to Policyholders Since 

A £60 CaN Conesndedetanseneoedeeses 12,293,520.04 
SS Sn ccc ntecnnsedescen 5,895,560.29 
Number of Policies in Force............... 76,000.00 
Ratio of Actual to Expected Mortality...... 43.9% 
Ratio of New Business to Insurance in 

RU  saavaneGlacekekediyessesccuenes 22.6% 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
CHICAGO, ILLINOIS 
cAs Faithful as OLD FAITHFUL” 


Carl A. Peterson, Vice President 




























The Reason 


will interest youif....... 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing assets and insurance-in- 
force nearly ten fold in ten years. 


es | 
in 
ten years 


10 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


—— 


In the agency contract and the pol- 
icy line which includes all standard 
amd some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


The Gem City Life 





TERRITORY OPEN 
In Ohso, Michigan, Dis- 
trict of Columbia, West 
Virginia, Georgia, Ala- 











bama and L owisiana. 


Vice President a | 
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WANTED—A REAL 
MANAGER 


Here is an opening for an experi- 

enced man. It is exceptional. It 

is so good that we are asking ap- 

plicants to state experience and 

‘. .* record of achievement, . Ask for 

‘our modernized methods of 

coaching and supporting our field 

men. We neéd managers in the 
following cities: 


Pittsburgh, Pennsylvania 
‘ ' Atlanta, Georgia 

New. Orleans, Louisiana 

Denver, Colorado 


Let us hear from you at once. 


“THE BANKERS RESERVE 
LIFE COMPANY 
(In 42 States) 

R. L. Robison, President 


W. G. Preston, Vice-President 
R. C. Wagner, Sec’y-Treas. 


| Home Office 
‘ Omaha, Nebraska 








Business in Force, $120,000,000.00 








THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


Columbian National Agents can 
offer the best in 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Columbian National Policies 
make selling easier 


Policies backed by one of the very strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. Exceptional unity 
is offered to saleamen of character and ability. Communicate at once 
AGENCY DEPARTMENT, 
77 Franklin Street, Boston. 














Go Into Business with 
Us on the 
PARTNERSHIP 
BASIS 





Life Health “Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 














Onto - Inprana - Micnican - Kentucky - PENNSYLVANIA 
} West Vircinia - Texas - Oxtanoma - Cauirornia - ILitnors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 


she claimed as his common law wife. 
The court held the law declaring com- 
mon law marriages illegal, passed in 
1923, to be a bar to her claim. The 
policy proceeds go to relatives of Voor- 
hees. The woman claimed her husband 
told her the divorce case had been dis- 
missed. 


Eric Ohman in New Offices 


Eric Ohman, manager of the broker- 
age department of the Bokum & Dingle 
general agency of the Massachusetts 
Mutual Life, Chicago, has taken offices 
at A-1730 Insurance Exchange South. 
Mr. Ohman has been with Bokum & 
Dingle for, five years and has been man- 
ager of the brokerage department for 
more than a year. In 1925 he took the 
life insurance course at the University 
of, Pittsburgh. He was in the brokerage 
business. at Chicago for three years be- 
fore joining Bokum & Dingle. 

Mr. Ohman’s new offices will be 
equipped with a medical room. Mr. 
Ohman will issue all literature and sup- 
plies created by the Massachusetts Mu- 
tual for the use of agents. He will be 
assisted by a secretary and will be 
equipped to give complete and prompt 
service. 





Makes Rapid Increase 


A 300 percent increase in business in 
the Cedar Rapids, Ia., district for last 
year has been reported by C. V. Shep- 
herd, general manager of the eastern 
Iowa division of the National Life of 
Vermont. 

The Shepherd agency has just finished 
its two weeks’ school of instruction in 
charge of Agency Instructor Robert P. 
Withington of the home office. 

Mr. Shepherd has concluded arrange- 
ments with Robert O. Bickel, formerly 
with the Mutual Life of Ney York, to 
act as district manager of the Cedar 
Rapids district. W. J. McCollister will 
be district manager at Iowa City and 
A. T. Parrott will be located at Water- 
loo as district manager. The agency 
was recently forced to double its size 
of its floor space office to take care of its 
expansion. 





Day Agents in Production Contest 


The agency staff of the Darby A. 
Day general agency of the Union Cen- 
tral Life in Chicago is in a three cor- 


nered contest for paid for business this 
month, The staff is divided into three 
groups, representing the south wing of 
the agency offices, the north wing and 
the ofncial famiiy. Each group has for 
a quota $1,000,000 of new business. 
Next Monday morning speakers from 
each section will address the regular 
weekly agency meeting. Nathan H. 
Weiss of the Herman Hintzpeter gen- 
eral agency of the Mutual Life of New 
York in Chicago will be a guest speaker 
at this meeting. 





Plan St. Paul Sales Course 


The committee of the St. Paul General 
Agents Club which is considering the 
feasibility of conducting a short course 
this spring is expected to present its 
report early this month. 

The arrangement of previous years 
whereby the St. Paul Y. M. C. A. co- 
operated with the general agents in put- 
ting on the institute has been cancelled 
this year because of inability of the 
Y. M. C. A. to assist. The club is now 
hoping to find it possible to carry on 
the work alone. 





Starts to District State 


Paul H. Kremer, general agent in 
Wisconsin for the Penn Mutual Life, 
has started to district the state and ap- 
point district agents in vital points. 
Three district agents have already been 
appointed, Milton F. Nelson at Racine, 
the Mitchell agency at Kenosha and 
R. C. Hitchon at Marinette. 





Changes to Branch Office 


The Chicago office of the Interna- 
tional Life of St. Louis has_ been 
changed into a branch office. H. B 
Keck has been appointed city manager. 
He has been with the company for some 
time. Ray Davis is the company’s man- 
ager for northern Illinois. Mr. Keck is 
taking larger offices at 20 E. Jackson 
boulevard, where he had had an office 
for the company. Mr. Davis will re- 
main inthe Toombs & Dailey offices at 
208 South LaSalle street. 

Two new city supervisors, C. J. Ger- 
aty and H. A. Venard, have just been 
appointed and will work under the di- 
rection of Mr. Keck. For the last few 
months Mr. Venard has represented the 





Columbian National Life in Chicago. 
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TO HAVE GREENSBORO SCHOOL 





Life Insurance Sales Research Bureau 
Will Give Instruction to Man- 
agers and General Agents 





GREENSBORO, N. C.’ March 8.— 
Recognizing Greensboro as a growing 
center for insurance organization, off- 
cials of the Life Insurance Sales Re- 
search Bureau, Hartford, have arranged 
a special training school for branch of- 
fice managers and general agents in the 
southeast to be held in Greensboro from 
April -30 to May 3 inclusive. 

It is expected that a minimum of 50 
general agents and managers will be in 
attendance and possibly twice that 
many. Decision to hold the Greensboro 
school was announced to Tully D. Blair, 
agency manager of the Pilot Life, and 
W. T. O’Donohue, agency manager of 
the Jefferson Standard Life. The school 
will consist of eight sessions, two a day 
for four days, for a total of 24 hours 
devoted to agency building. It will be 
under the personal direction of John M. 
Holcombe, Jr., assisted by other mem- 
bers of the bureau staff. Eligible for 
classes will be general agents, man- 
agers, supervisors and district agents 
connected with companies who are 
members of the bureau. 

Officials of the bureau state that other 
schools this year are being held at New 
York, Seattle, Los Angeles, Omaha, 
Pittsburgh, Cincinnati, Kansas City and 


























Toronto. 





HAS CONFIDENCE IN FLORIDA 





President Julian Price of Jefferson 
Standard Life Expresses Views 
While on Visit to State 





TAMPA, FLA., March 8.—Julian 
Price, president of the Jefferson Stané- 
ard Life, is a partisan of Florida. He 
has been spending some time with his 
family at St. Petersburg, and visiting 

. A. Ayaeya, his general agent 
Tampa. While in Tampa he was inter- 
viewed by the “Tribune.” Here are 
some of the things Mr. Price said: 

“Our confidence in the state has beet 
strengthened rather than diminished. 
Any state that can go through what 
Florida has and emerge successfully 
deserves a lot of credit. 

“We made loans here prior to the 
boom, during the boom, and since what 
is termed its collapse, and the policy 
the company has not changed—becaust 
our belief in Florida has not change? 

“Loans totaling approximately 4%, 
000,000 have been made in this sectio® 
and only one foreclosure was necessary: 
The record includes all loans made du 
ing the boom days. 

“We have invested money in the stat? 
for many years and have never lost 4 
dollar in Florida real estate. We expect 
to continue to place such investments. 


Plans “Frolic” for Agents 


The American Life of Dallas & 
nounces it is staging a week-end fro 
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SERVICE and CO-OPERATION ~ 
is our — van ie building 
is pany. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 
St. Paul Minnesota 


Cc. D. MAC LAREN M. 
President 


A. NATION 
Vice-President and General Manager 
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Your 1928 Tool Kit 


VY ovr success in 1928 will be measured by the 
service you have to offer. The tool kit of the 
Ohio National salesman contains: 
1—Monthly income policy issued to rejected risks. 
2—Non-Medical or selective risk applications. 
3—Unusual facilities for accepting sub-standard 
risks from the Company’s own agents. 
4—Juvenile Policies issued at ages 1 to 11, with 
waiver of premium on the father. 


5—Budget premium payment plan. 
g and all the standard tools furnished by poaggeasive com- 


7 f 
bye y “It Pays to Tie Up with the Ohio National. 
a stianinion in regard to an agency contract address: 


The Ohio National Life 
Insurance Company 


Cincinnati, Ohio 
T. W. A E. E. Kirkpatrick 
} Le. yy ad Sup’t of Agents 


Cacinnas> 
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YOUR OPPORTUNITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—lIowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual. 


Address D-33 
Care The National Underwriter 











for its agents and their wives in August, 
where the agents attain certain quotas 
for the first six months of the year. 
President A. C. Bigger says he believes 
this will prove a real incentive to agents. 
He has tound “making the annual con- 
vention,” a yearly aftair in vogue by 
most companies, stimulates efforts of 
agents, and thinks an extra affair in the 
summer will just make the agents all 
the keener. The party will be staged at 








Galveston and all agents who produce as 
much as $50,000 business during the 
first six months of the year will attend 





R. T. Cook Dies 


R. T. Cook, former state agent of the 
New York Life in Arkansas, died at Hot. 
Springs recently. Mr. Cook was politi- 
cally active for many years. He was 68 
years old when he died, 











PACIFIC COAST AND MOUNTAIN FIELD 











HOLDS SECTIONAL MEETING 





Shepard Addresses Leading Producers 
of Lincoln National Life at 
San Francisco 





Leading producers for the Lincoln 
National Life from Utah, Washington 
and northern California attended the sec- 
tional agency meeting at San Francisco. 
There were 50 agents at the sessions 
and 70 guests were present at the ban- 
quet. 

Vice-president Walter T. Shepard 
opened the meeting with an address, re- 
viewing the business of the past year 
and outlining the program for the meet- 
ing. Educational subjects were presented 
by Manager of Agencies A. L. Dern, 
Medical Director W. E. Thornton, Su- 
perintendent of Agencies Verlin J. 
Harrold and Assistant Superintendent 
of Agencies F. W. Gale. 

J. G. Saunders, head of the trust de- 
partment of the Wells Fargo National 
Bank, was the principal speaker for the 
banquet. He reviewed his early experi- 
ences as a life insurance man in the 
field and offered advice to agents to plan 
their work and to carry through with 
enthusiasm. 


Aetna Life’s Denver Meeting 


About 75 Colorado and Wyoming rep- 
resentatives of the Aetna Life attended 
a conference in Denver. Speakers in- 
cluded L. O. Schriver of the home of- 
fice; A. H. Stewart, Cheyenne, Wyo.; 
Maron §S. Collins, Colorado Springs; J. 
Stanley Edwards, past president of the 
National Association of Life Underwrit- 
ers and manager of the Denver branch, 
and Dr. David C. Bayless. 


New World Party in California 


John J. Cadigan, president of the New 
World Life of Spokane, is spending 
some time in southern California, having 
arrived in Los Angeles with a party con- 
sisting of James L. Collins, vice-presi- 
dent and superintendent of agencies; 
Edward J. O'Shea, vice-president and 
treasurer, and John J. Martin, a director 
of the company and president of the 
Exchange Trust Company of Boston, 
who was accompanied by his wife and 
daughter. After a week in Los Angeles 
and vicinity devoted to sight-seeing and 
entertainment, Mr. Martin and his fam- 
ily sailed for Honolulu and will probably 
visit China and Japan before returning 
home. In order to add to the interest 
and pleasure of the eastern visitors the 
party motored from San Francisco to 
Los Angeles. Mr. Cadigan and the 
members of his home office staff expect 
to remain in southern California until 
about March 10. 





B. M. Stackhouse Elected President 


B. M. Stackhouse, who has been sec- 
ond vice-president of the Farmers Life 
of Denver, was elected president of the 
company at the annual meeting on 
Monday this week. He succeeds A. A. 
Edwards, who becomes chairman of the 
board. H. A. Wolfinbarger, who is a 
director, was elected third vice-presi- 
dent. The other officers continue in 
their former positions. 





Miller Takes General Agency 


S. N. Miller has been appointed gen- 
eral agent of the Northwestern National 





Life for northern Oregon, with heag- 





quarters at Portland. John Honey at 
Medford, Ore., also has a general agency. 
Mr. Miller first became acquainted with 
the Northwestern National Life while he 
was vice-president of the First State 
Bank of Benedict, N. B. He wrote 
business as a part time man, securing 
about $750,000 during the years he acted 
in this capacity. Some years ago he 
moved to Longview, Wash., where he 
became manager of the S. N. Miller In- 
vestment Company. 





Managers School in Seattle 


The General Agents & Managers 
Club of Seattle is sponsoring the Insti- 
tute of Managers School which is 
being given this week in Seattle by 


Manager John M. Holcombe, Jr., of the 
Life Insurance Sales Research Bureau. 
About 35 or 40 general agents and man- 
agers in the Pacific northwest are tak- 
ing the course. Washington and Ore- 
gon, Vancouver, B. C., and Calgary, 
Alta., are represented. 
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UNEMPLOYMENT EFFECT FELT 





Now Disturbing Factor for Accident and 
Health Companies, Especially in 
Health Insurance 





PHILADELPHIA, March 8.—The 
unemployment situation is beginning to 
make itself felt in accident and health 
insurance. The health insurance situa- 
tion, bad at the best, is now even worse. 

“The troublesome problem ahead of 
the companies now is unemployment,” 
declares an official of one of the big 
casualty companies, “for you know the 
unemployed person immediately starts 
to cut out things and one of the lines 
that suffers, and suffers most, is accident 
and health insurance.” 

The accident line is showing a little 
improvement. Many of the companies 
are not so keen about health insurance 
but they do like the accident line, and, 
with the trouble they are having in ob- 
taining business in that field, to lose a 
portion of it is a hard blow. 

However, many officials believe things 
will soon take -a turn for the better. 
While the turn may be only temporary, 
it may help. Ohio and New York, with 
improvement programs, will give tem- 
porary work to the unemployed. Penn- 
sylvania also has a $20,000,000 building 
program scheduled—and that $20,000,000 
covers only permits issued in February. 





ALREADY PAID $39,000; IS 
AWARDED $32,000 MORE 





DES MOINES, March 8.—Dr. Wil- 
ton McCarthy was given a directed ver- 
dict for $32,000 against the United States 
Fidelity & Guaranty here this week. Dr. 
McCarthy claimed that amount under 
an accident policy, because of an injury 
which destroyed feeling in part of his 
right hand. He has previously collected 
$39,000 from the same company, $26,000 
of the amount being in an earlier ver- 
dict in_ the federal court. 

Dr. McCarthy’s injuries were received 
when he fell while carrying a glass jar 
of candy in December, 1922. The glass 
severed a nerve in his wrist. Up to the 
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Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
; a few Life Insurance Companies 


in the United States. 


Through 


the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 


surance, 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 


Organized 1845 




















distinction. 
still prevail. 





An ideal became a reality when, on February Ist, 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 

Priority in its field is not the Company’s claim to greatness—age in itself is no great 


aaven ©. 3 HOUSTON 


Years of Life Insur- 
ance Ideals and Service e 


1843, 


“THE MUTUAL LIFE 


THE MUTUAL LIFE began with high ideals of business conduct, which 
It aims at quality and to be highly honorable in all its dealings. 


of New York 


resident 


34 NASSAU STREET 


GEORGE K. SARGENT 
2nd Vice-President and Manager of 


In its relations with policyholders and their representatives THE MUTUAL LIFE 
has an outstanding record. 
Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 


2 








NEW YORK, N.Y. 
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1. Ordina.; Life 5000 S 

Personal Life Monthly Income for rejected risks. 

. = best and est ae ¢ sub-standard facilities. re 

5 idren’s ‘or ational purposes from Age 1 to 10 years. 

5. Total and ec — ssites . 

6. — Indemnity clauses, paying double the face of policy im case of accidental 
lea 


UP TO DATE 1928 OPPORTUNITIES 


FOR THE RIGHT MAN 


Contract. 


t Disability Clauses. 


These and many other new 
“The Columbia’ attractive to men. 


and unique features make 


‘Address: S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 

















UNDERSTANDING - APPRECIATION 








Ralph H. Rice, President 


The commission figures in your contract may mean but little in 
dollars to you. A high commission, but with no cooperation, no appre- 
ciation of the Agent’s problems, may mean a barren relationship. 


A fair commission, good renewals, a full understanding, and the 
placing in your hands of the best devices for making your work effective 
—these are things that count. 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Home Office 


Kansas City, Mo. 














time of his injuries he was one of the 
leading surgeons of the state. 


Feel Effects of ‘Unemployment 


Industrial accident and health offices 
are feeling the effects of unemployment 
in Ohio and neighboring states. A loss 
for January was shown in many of these 
offices. Conditions have improved some- 
what recently in Pittsburgh, Canton and 
Youngstown, but effect of this improve- 
ment has not touched Dayton, Cincin- 
nati or Cleveland. 


Virginia Industrial Bill Killed 

RICHMOND, VA., March 7.—The Page 
bill, designed to standardize payments 
of benefits by sick benefit and indus- 
trial life companies has been killed in 
the Virginia legislature. It orginally 
provided for the payment of full benefits 
up to 52 weeks. When it came out of 
committee, it carried an amendment pro- 
viding that full benefits should be paid 
up to 10 weeks and half benefits up to 
an additional 16 weeks. Delegate Page, 
in urging its passage, explained that it 
was intended to prevent fraud and place 





all companies on an equal basis. Oppo- 
nents of the measure claimed it was 
designed to prevent competition and suc- 
ceeded in bringing about its defeat by a 
decisive vote. 


Issues Inter-Southern Policy 


“Leader,” Socialist 
party newspaper at Milwaukee, pub- 
lished by Victor L. Berger, has taken on 
the Inter-Southern Life industrial, travel 
and pedestrian accident policy and is 
selling it with one-year subscriptions to 
the paper. The premium for the policy 
is $1.50 annually. 


The Milwaukee 


Wills Is Assistant Secretary 


Jesse E. Wills, who has been super- 
visor of ordinary records at the home 
office of the National Life & Accident, 
has been elected assistant secretary. He 
was made a director in 1926. He grad- 
uated from Vanderbilt and for some time 
was associated with Assistant Secretary 
Eugene L. Stritch in the agents’ record 
division. During the early part of 1925 
he was made supervisor of ordinary 
records. 
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New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplemen 
* Published Annually in May and April respectively. 
PRICE, $4.00 and $2. 00 respectively. 
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ISSUES FOUR NEW CONTRACTS 


Kansas City Life Offers Three New 
Endowment and One Life In- 
come Form 


KANSAS CITY, MO., March 8.— 
The Kansas City Life has just issued 
four new policy contracts, three on en- 
dowment forms and one on a life in- 
come form. First of the endowment 
forms is a 20-year endowment, premiums 
payable for 10 years. If death occurs 
prior to the end of the endowment pe- 
riod the face of the policy is paid to 
the beneficiary, but if the insured is liv- 
ing it is paid to him in cash or may 
be converted into an annual or monthly 


life income. The waiver of premium 
disability feature may be added to this 
policy and is effective if disability oc- 
curs during the premium paying period 
but is not effective after age 60. The 
waiver of premium and annuity dis- 
ability may also be added. This pro- 
vision is effective during the endow- 
ment period but does not extend be- 


yond the age of 60. The double indem- 
nity clause may be added by increas- 
ing the rate $1.30 per $1,000 and is effec- 
tive during the premium paying period 
only. 

The second endowment policy is a 30- 
year endowment premium payable for 
10 years. The only difference between 
this and the first is the length of the 
endowment period. The third form is 
a 30-year endowment, premiums payable 
for 20 vears. 

The fourth policy is a life income at 
the age of 60. Premiums are payable 
until age 60 irrespective of the age 
when the policy was issued. The con- 
tract on a $6,000 basis, guarantees a 
life income beginning at age 60 of $25 
per month with the principle sum guar- 
anteed. In the event of death prior to 
age 60 the face amount is paid the des- 
ignated beneficiary in one sum or in 
installments or may be converted into a 
life income. Two additional options are 
offered on this policy effective on the 
anniversary of the policy nearest the in- 
sured’s 60th birthday. First the policy 
may be exchanged for a full paid up life 
participating policy in the amount of 
$7,740.11 with annual cash distribution 
of dividends or profit. Second the policy 


may be surrendered for the total cash 
value of $4,853.22. 
Oregon Life 


The Oregon Life will discontinue the 
issuing of non-participating contracts as 


of April 1. Most of the recent business 
has been issued on the participating 
basis. 





LOWER AGE LIMIT IS FIXED 


Phoenix Mutual to Write Life and En- 
dowment Policies Down to Age 10— 
Maximum Amount Increased 


In announcing the lowering to age 
10 of the limit within which applications 
for life and endowment insurance will 
be received from children, the Phoenix 
Mutual Life points out that, of the seven 
age groups into which the census divides 
our population, the age group 15-24 has 
since 1880 grown faster than any other, 
being 29.6 percent of the total popula- 
tion even so long ago as the last census. 
This was an increase of 9.6 percent in 
40 years. 

While some age groups actually have 
declined in their proportion; notably 
those under age 14, which dropped from 
°8.1 percent of the population to 31.7 
percent, doubtless due to a _ lowered 
birth rate, the higher brackets of those 


from ages 25 to 65 and over made a 
substantial increase from 41.8 percent 
to 50.4 percent. 


Insurance on the lives of minors long 
has been a staple with companies writ- 
ing industrial policies but, in the thrifty 
recent vears, the practice of well-to-do 
narents of grounding their children early 
in habits of regular saving has become 
of increasing interest to old line com- 
panies. 

At the same time the Phoenix Mutual 


announced the lower age limits, it also 
gave out a new schedule of maximum 
amounts of life and endowment insur- 


ance that would he aceptable. The limits 
are raised practically all along the line, 
being $350,000 for ages 20 to 55 


GRADUATED POLICY 
Canada Life Hes Unique Contract 
Which Removes Sudden Cost Change 
at End of Five Years 


ISSUES 


Combining the features of term and 
ordinary life or endowment insurance, 
the Canada Life has issued a new i 
surance plan which gives a graduat 
premium for the first 5 years, without 
sharp increase at the end of the fifth 
vear. The unique plan which has just 
been announced by the Canada Life 
varies the ratio of term and ordinary 
or endowment that is carried each year 
for the first 5 years, so that the pre 
mium gradually increases to the ultimat 
fifth year premium. The graduated pre 
mium plan provides for $1,000 ordinary 
life and $4,000 term for the first yea 
$2,000 ordinary and $3,000 term the sec 
ond year and $3,000 ordinary and $2 
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term for the third year. At the end of) FQ 
the fifth year, all of the term is con- 
verted to ordinary and the premium is ° . 
then subject to the dividend payment Thirty-two Years of Personal Service 
on the full amount of ordinary life. To- 
tal disability and double indemnity may 
cialist My be included. This policy is written with | HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
" pub- A= ! \ a medical examination and does not ap- and Enabled Us to Build an Organization of Which ° 
Ken o ply to the non-medical plan. : . 
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ance option due to premium default, the 
insured may reinstate within two years 
without medical examination. 





SOUTHLAND HAS NEW FORMS 


Reduces Premiums on Large Policies of 
Ordinary and 20-Pay- 
ment Plans 


‘The Southland Life of Dallas now of- 
fers a reduced premium to those desiring 
$5,000 or more protection on the ordi- 
nary and 20-payment life forms. This 
is done by means of two new forms 
which are not on the endowment at 85 
basis as are the other life plans of this 
company. No policy will be written for 
less than $5,000. ; 

These new plans are on the American 
3% percent full level premium reserve 
and are without surrender charge after 
the 14th year. Premiums up to age 45 
are the net premiums without loading. 





20 20 
Whole Pay Whole Pay ‘ 
Age Life Life Age Life ife 
10. ...$11.18 18.00 38....$21.94 $29.31 
Phas aE RT ett 39.... 22.70 30.01 
EB.cce Bee 18.46 40.... 23.50 30.75 
13.... 11.76 18.7 41.... 24.36 31.52 
S6.00s. aa 18.97 25. 32.34 
15.... 12.20 19.23 5 33.22 
86.cce Baan 19.51 34.21 
| 19.79 35.27 
18.... 12.93 20.09 36.39 
19.... 13.20 20.40 37.60 
20.... 13.48 20.72 38.89 
Sl. .ce 18.07 21.06 40.25 
22.... 14.08 21.40 41.67 
BB... ce B482 21.76 43.16 
24.... 14.76 22.14 44.72 
B56... 16.10 22.53 46.36 
26 . 15.48 22.93 48.10 
27.... 15.68 23.35 49.93 
SB. 0. Bene 23.79 51.89 
BD..ce BOGS 24.24 53.97 
30 . 17,19 24.71 56.20 
$1 . 17.68 26.21 58.59 
32 . 18.19 25.72 61.17 
SB...6ce Bee 26.25 
34.... 19.30 26.81 
56.000 S08 27.40 
36.... 20.55 28.01 
37...+. 21.22 28.64 





The Southland Life announces that 
non-medical insurance ages 15 to 45 
may now be written by agents whose 
applications for authority to write same 
have been approved. The Southland in 
the past has had endowment at 85 as 
part of all policy contracts, but new 20- 
pay and ordinary life contracts are now 
issued at reduced rates, without the en- 
dowment feature. Liberalized rates for 
recently married women and a reduction 
from $1.75 to $1.50 for double indemnity 
premiums are also announced. 
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BIG MEETING IN CLEVELAND 





Northeast Ohio Sales Congress Satur- 
day Expected to be Greatest 
Ever Held There 


CLEVELAND, O., March 8.—The 
greatest meeting of life underwriters 
ever held in Cleveland is expected by 
the committee in charge of the North- 
east Ohio Sales Congress to be held 
here March 10. 

The opening address will be made by 
Alfred Hurrell, vice-president and gen- 
eral counsel of the Prudential. He will 
discuss “The Social Force Behind the 
Policies.” “Why Life Underwriters 
Fail and How They May Succeed,” is 
to be presented by Charles A. Hinkley, 
general agent of the New England Mu. 
tual at Buffalo. Himself a large pro- 
ducer, Mr. Hinkley’s experience as a 
general agent and his analytical creative 
thinking amply qualify him in the pres- 
entation of this subject. 

The opening address of the afternoon 
session will be given by Frank M. See, 
manager of the Union Central at St. 
Louis. His subject, “Handling Objec- 
tions,” has been given before many 
groups of life insurance salesmen and 
has alwavs been immensely helpful. The 
last speaker, William Ganson Rose of 
Cleveland. is not a life insurance man 
hut is well known among the fraternity. 





His subject, “What Gets 'Em,” refers 


to the psychology of salesmanship, with 
particular reference to the points that 
induce people to buy life insurance. 

Henry Wischmeyer of the John Han- 
cock will preside at the morning ses- 
sion and George Schumacher of the 
Massachusetts Mutual will be the after- 
noon chairman. An attendance of be- 
tween 1,200 and 1,500 is expected. The 
congress is to be held under the aus- 
pices of the Cleveland Life Underwriters 
Association. 

e ¢ @ 


CINCINNATI SALES CONGRESS 


Life Men from Southern Ohio and 
Northern Kentucky Get Valuable 
Material at Sessions 


The sales congress of the Life Under- 
writers Association of Southern Ohio 
and Northern Kentucky was held in 
Cincinnati, Tuesday, in the library of 
the Union Central home office building. 
John D. Sage, president of the Union 
Central, gave the address of welcome. 

Winthrop G. Batchelder, who has just 
been made associate manager of the 
John Irby agency of the Prudential at 
Cincinnati, opened the morning session 
with a comprehensive presentation of 
“Annuity Investment Insurance,” stat- 
ing that men save money primarily to 
acquire income and showed the possi- 
bility of the sale of the life income en- 
dowment policies on the basis of in- 
come. Using concrete illustrations, Mr. 
Batchelder showed how the life income 
policies fit both the wealthy, well-to-do 
older man and also the small buyers of 
insurance, including the young man just 
getting started. 

H. E. Van de Walker, general agent, 
Peoria Life at Ypsilanti, Mich., praised 
the producer of small policies, stating 
that he was an asset to the community 
because he is constantly teaching thrift 
where it is needed most. The small 
agent gets good persistent business with 
a low lapse rate, and is a valuable man 
to have in the agency because of his 
influence on the rest of the agency force. 
Mr. Van de Walker stressed the value 
of the use of pictures, newspaper cuts 
and stories in connection with the sales 
talk. He closed with a very interesting 
and brief description of his campaign 
og | which he wrote the record num- 
ber of 717 applications in one month. 

M. D. Donham, general agent, Na- 
tional Life of Vermont at Columbus, O.., 
spoke on “Accounting for Your Time.” 
He showed how keeping afi accurate 
record of how much time is spent *» 
calls, interviews, in the office, etc., and 
how much time is wasted makes an 
agent write more business, because he 
is not satisfied with his record and 
wants to make it better. Mr. Donham 
advised that all agents keep a record, 
keep track of themselves, make as many 
calls as possible and make better calls, 
and to keep everlastingly at it. 


Frank D. Slutz Spoke 


Frank D. Slutz of Dayton, Ohio, 
closed the meeting with a talk on “What 
Price Personality.” Mr. Slutz empha- 
sized the value of personality in life 
underwriting and stated that one can 
increase his personal power. He then 
showed how this can be done by such 
methods as selecting habits of concen- 
tration, organization, health, cheer, hu- 
mor, etc., and by making these qualities 
habitual. He stressed the necessity of 
using emotions, always striving to go 
further, giving liberally of one’s self, 
doing what he has ability to do, well, 
and most of all having a real belief in 
his ability. 
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PITTSBURGH SALES CONGRESS 


Large Attendance and a Bright Galaxy 
of Speakers Were Features of 
This Symposium 


PITTSBURGH, March 8.—The sev- 
enth annual sales congress of the Pitts- 
burgh Life Underwriters Association 
went down on the records as the most 





successful from every standpoint in its 
history. 

The attendance at the one-day gath- 
ering was over the 1,000 mark and in- 
cluded members not alone from the en- 
tire district but those from the Beaver, 
Butler, Erie and Johnstown branches 
of the local underwriters’ association. 

The principal speakers were Dr. E. G. 
Simmons of New Orleans, vice-presi- 
dent and general manager Pan-Ameri- 
can Life, whose topic was “The Open 
Door to Opportunity”; Dr. Edward J. 
Cattell, former city statistician of Phila- 
delphia, who discussed “Life and In- 
surance”; Leon Gilbert Simon, of New 
York City, a large personal producer of 
the Equitable Life, who spoke on “Ad- 
vanced Selling Methods,” and Jerome 
Clark, assistant superintendent of agen- 
cies of the Union Central Life, who 
spoke on “Measuring Up.” 

The first address was made by Mr. 
Simon, who, in addition to being one of 
the large producers of the Equitable, is 
an author, lecturer and insurance con- 
sultant. His personal production has 
averaged over $1,500,000 each year since 
he entered the insurance business. 

His talk on “Advanced Selling Meth- 
ods” was non-technical and included the 
need for changing methods in soliciting 
life insurance by freshening up the old 
methods where possible and the dis- 
carding of obsolete ideas. 

Jerome Clark delivered the second ad- 
dress, leaving a message that will be 
long remembered. In his talk he gave 
the viewpoint from the agency manage- 
ment side. He pointed out the agents’ 
problems and the business of insurance 
from that side of the counter. Follow- 
ing Mr. Clark’s address the Congress 
adjourned for luncheon. 

Following this address F. W. Ries, 
Jr., former president of the local asso- 
ciation, spoke briefly on “Our Asso- 
ciation.” 

*x* * * 

Indianapolis.—At the monthly meet- 
ing of the Indianapolis association last 
Friday resolution was adopted against 
bank agencies for life insurance in gen- 
eral and against the Bank of Italy in par- 
ticular. 

O. A. Crane, recently appointed general 
agent of the Northwestern Mutual Life 
for Indianapolis, was the principal 
speaker, with “Gold Mining” as his topic. 
He brought out forcefully the possibilities 
of undeveloped life insurance needs. Less 
than a year’s income in America is now 
covered by life insurance, he said. While 
some carry sums which are many times 
their income, there are many thousands 
more who do not have a year’s income of 
life insurance. 

He gave some very interesting facts 
about Marion county and Indianapolis 
which indicated that there are many 
gold mines at hand for the life under- 
writer which have been worked very 
little. 

* * * 

Seattle, Wash.—Seattle life underwrit- 
ers gathered here March 6 to hear Roger 
B. Hull, managing director of the Na- 
tional association, and John Marshall Hol- 
combe, manager of the Life Insurance 
Sales Research Bureau. 

x * * 

Duluth, Minn.—Duluth members of the 
Trust Officers Association are to be the 
hosts at the meeting of the Duluth life 
underwriters March 13. William J. Stev- 
enson; vice-president and trust officer of 
the First Minneapolis Trust Company, will 
speak on trust matters as they apply to 
life insurance. Arthur C. Hoene, general 
agent of the Northwestern Mutual Life 
in Duluth, will discuss the life insurance 
service from the standpoint of the life in- 
surance man. An open discussion of the 
subject will close the meeting. 

*x* * * 

Lincoln, Neb.—Reviewing the life in- 
surance activities of Nebraska for the 
past month, D. J. Cravens, general agent 
of the Kansas City Life, told the Lin- 
coln association that business done was 
above the average and that the general 
financial situation is getting better. He 
believed business would continue good, 
but after July 1 will depend on the crop 
situation. 

Speaking strictly of the insurance bus- 
iness conditions of Nebraska, Mr. 
Cravens said that collections are above 
the average, that premium notes are 
generally being paid when due, fewer 
premiums are being paid by notes and 
with these the makers are asking only 





three to six months instead of the usual 


six to eight months; examinations are 
being sent in more promptly; policy 
loans are running about the same total, 
with fewer applications and some being 
paid off; more than the usual amount of 
term insurance is being converted into 
other forms. 

E,. A. Frerichs and L. E. Rolfe told 
members how they plan their work, both 
favoring the app-a-week plan. B. F. 
Moore and William Day explained what 
records they keep to aid them in pro- 
duction. 

At the April meeting discussions oy 
prospects and methods of approach wil! 
be featured, with W. H. Logan giving 
the monthly review. 


* * * 
Austin, Tex.—The Austin association 
was formed March 2 at a rousing meet- 


ing. H. G. Hewitt, president of the state 
association and manager of the life de- 
partment of Cravens, Dargan & (Co, 
Houston, presided. Joseph Smith, gen- 
eral agent for the Aetna Life at Hous- 
ton, and Harry St. John, vice-president 
of the state association and agency di- 
rector for the Alamo Life of San An- 
tonio, addressed the underwriters on the 
value of such an association and told of 
the things accomplished in other Texas 
cities. 

W. D. Foster, Northwestern National 
Life, was elected president; Gus Ur- 
banke, Aetna Life, vice-president; 
Copeland, Alamo Life, secretary-treas- 


urer. The executive committee includes 
B. E. Pierce, International Life; R. A 
Hitson, Seaboard; Dan Hollis, South- 
western; Donald M. McRae, Southern 
Union. 

Ambitious plans are being made for 
greatly increasing the membership be- 


fore the first regular meeting, to be held 
April 7. <A large delegation will attend 
the state convention at San Antonio 
April 20. 

*x* * * 

Greensboro, N. C.—Paul W. Schenck is 
appointed chairman of the executive 
committee of the Greensboro association 
to succeed Henry P. Foust, resigned. W 
C. A. Hammell was named to head a 
committee to cooperate with local trust 
companies. W. H. Andrews, Jr., was 
chief speaker with an address on “The 
Preparation of an Interview.” 


* * * 

Lafayette, Ind.—John Morrell of Chi- 
cago, representing the Equitable Life of 
New York, addressed the Lafayette as- 
sociation March 3 at a regular luncheon, 
using as his theme, “When the Brains 
of a Business Die.” Mr. Morrell paid 
for $3,750,000 of personal business in 
1927. 





= - 

San Francisco—The second joint sales 
congress of the San Francisco and East 
Bay associations will be held in Oak- 
land March 9. Roger B. Hull, managing 
director of the National association, wil! 
be the principal speaker at the opening 
session in the afternoon and Hugh D 
Hart, vice-president of the Penn Mutua! 
Life, will give the main address at the 
banquet. As this is the first appearance 
in California of either Major Hull or Mr 
Hart it is expected that a record crowé 
will be in attendance. 

After attending the sales congres 
Major Hull will leave for Sacramento t’ 
attend the meeting of representatives % 
local associations from all over the stat 
which is being held March 12 for th 
purpose of forming a state association 

*x* * * 

Davenport, Ia.—“Life insurance beat 
too heavy a responsibility to the future 
of America to ever have it said that th 
field men of this greatest cooperative 
experiment in history themselves fail !" 
cooperation,” declared Roger B. Hul! 
managing director of the National ass 


ciation, in an address before the Davel Fe 


port association last week. 

Harry J. McFarland, president of th 
local association, was in charge of the 
program. 


2 2a, Vy 


*x* * * 


Boston—Speakers for future meetité 
of the Boston association have bee? #™ 
nounced as follows: April 26, George ® 
Harris, supervisor of the field servic’ 
bureau of the Sun Life of Canada. 7 
subject will be, “Broader Aspects of ei 
Underwriting.” May 17, Harold M. Ho 
derness, superintendent of agencies, Con: Fe 
necticut Mutual Life. Mr. Holdernet 
subject will be “Changing Econom 
Conditions—Challenge to the Life » 
surance Man.” June 21, James A. 4 F 
ton, superintendent of agencies of - 
Home Life. His subject is “The Makin 
of a Salesman.” 
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Reducing the Ratio of Interviews 


Applications Is Best Demonstration 


of Increased Efficiency for 


BY JOSEPH J. DEVNEY, CLEVELAND 
interviews to 
decided to compete for the contract 

of painting a large amount of struc- 
tural iron work. Before making a 

bid, they built a short section in actual 
duplicate of the parts to be painted. 
They then’ set about to learn how the 
work could be done with the least num- | 
ter of strokes of the brush. Their ex- | 
periment proved practical. 
a bid, were awarded the contract and 
re a handsome profit, notwithstand- 
ing their compensation was far below | tractors did, 
what the work had ever been done for | are used count more 
before. Almost every featu 
This is but a sample of innumerable | work enters into cons 
successful efforts which have been made | deavoring to reduce 
in every line of endeavor in the past few 


A NEW YORK firm some time ago 


Assuming that the 
of effort is being pu 
man must, to obtai 


his energy is expend 
out the false moves 


years to get greater results. It embodies | we shall consider o 
an idea well worth thorough considera- | which are mightily 
tion by all who sell insurance. Every This is necessary 


salesman is anxious to make his efforts 
as fruitful as possible. In other words. 


he is desirous of reducing the ratio of | insure more 


applications. The one 
thing which will do that better than any- 
thing else is increase 


Give Attention to How 
Energy Is Expended 


They entered | turn his attention to the manner in which 


and make the 


views to applications. 


important. I 
in order to deter- 
mine which is the shortest cut and sur- 
est way to secure the 
intelligent 


sequently 


to least some of the 


centage oi 

There are many 
who work and 
wards. But 


Salesmen 


there 


and make slow 
probably 


d effectiveness. 
would think, think, 
; his cases, 
maximum amount 


t forth, the sales- 
n greater results, 


ed. He must cut If it was so profitable for this man Just how much 

as the paint con-|to spend one entire day every week s 

e the moves that | thinking over his cases, the decision of | cases must be decided by 
forcibly. which depended largely upon written | ual, 


re of a salesman’s | law, 
ideration when en- | be 

the ratio of inter- 
In this article, 
nly two, both o: | the 
went through 
were being made. 
Standing at 
machines, 


business. It will 
action and con- 








WANT A 


Thrill? 


T= join the Citizens National—now, 


Get the success thrill! 


There is real satisfaction i 
future ahead of it! And 


valued and appreciated! 


back and realize that it 





success. 


The Citizens Na- 
tional Life began 


writing business 
June 30, 1927, and 
wrote and paid 
for to Dec. 31, 
1927, $1,251,000,00 


whole story? 








NATIONAL LIFE INSURANCE CO. East St.Louis ILL. 


Free} 


GEORGE KABURECE 
Fee. and Gen. Mer. 





J. G. BARDILL 
Preddont 


company is new—and work with us to success. 


ing to an organization that has its 


that your cooperative efforts are 


And there is a real thrill coming to 
you when each month you look 


another of increased profit and 


If you are at present unaffiliated 
with any other life insurance organ- 
ization why not write us for the 


will enable 
useless moves and at 
the same time help to land a larger per- | No 
your prospects. 


think and win big re- | 


who do much work with little thought, 
headway as a result. I 
would help this class to learn 
of a plan pursued by a certain success- 
tul lawyer in handling his cases. He used | 
to spend one day ev 
his library and do nothing but think. He 


and he declared that to be the 
most profitable day of the entire week. 


Much More Profitable 
for Insurance Salesmen 


how much more profitable would it | in 

for an insurance 
over his cases, the outcome of which de- 
pends largely upon the unwritten law of 
art of salesmanship. 


where small insulators for electric wires | the 


benche 
pressing levers and withdraw- In 


you to cut out at 
| wholly mechanical. 
original 


insurance salesmen 


are a lot of others 
antithesis 


attitude 
needs individual 
ery week at home in | the most effective 
to the 
found far 


pects 


think all day about more 
vincing 
reasons why 
to consume 


constructive 
—over 


Keep in Good 


salesman to think 


a factory recently 
best results. 
Rows of men were | fit, 
$ putting clay into | capable. 

these 
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ing the shaped product. 


thought 


Each Prospect Is New 
and Distinct Problem 


Successful salesmanship is the 


actual closing point. 
profitable 
little time thinking the best way of con- 
should insure 
he should do it now, 
his tinte and yours on sev- 
eral hit or miss, unprepared interviews. 
salesman 
justified in spending thinking about his 
each individ- 
but it is certain that any time spent 
thinking—not 
cases will pay. 


him that he 


Physical Condition 


days of 


This work was 
It was pure routine 
required, 


Every prospect is a new 
distinct problem to be solved. i 
set speech will do much to shape a ot 
favorably, 
thought 


yet 


to 


This is necessary in order to produce 
Unless one 
he cannot do the best of which he is 


many 


direct 
~ 


one 
to bees 
way of bringing him 
It will be 


and 
than 


dreaming 


is feeling 


men 





JOHN HANCOCK SERIES. 
LIFE CONSERVATION SERVICE 


and HOPE for all.’’ 


It is COMMUNICABLE 
It is PREVENTABLE 


and 


It is CURABLE! 


For full information regarding prevention and 
cure, write the National Tuberculosis Association, 370 
Seventh Avenue, New York, N. Y. 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


This space given in support of the 


National Tuberculosis Association Campaign. 


SIXTY-FIFTH YEAR OF BUSINESS. 





JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


‘‘Cure for Some, ‘Relief for Many, 


I N connection with the present campaign of educa- 
tion and advice conducted by the National Tuber- 
culosis Association, remember 


The three major facts regarding tubercu- 
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make the fatal mistake of taking too 
little care of their bodies, keeping too 
tense a strain on their nerves, and con- 
sequently exhausting their supply of ner- 
vous energy which is such an important 
factor in their work. To get good re- 
sults, keep the battery charged. 

To keep the mental faculties bright, 
keen and active, eat plenty of whole- 
some food of the kind that agrees with 
you, go light on condiments, cut out 
the stimulants, eliminate the waste mat- 
ter from the system regularly and be 
sure to take a half day off once a week 
and play golf or tennis, ride horse back, 
saw wood or do something equally di- 
verting and refreshing. 


Should Not Worry 
about Little Things 


We often see “Don’t Worry” signs. 
Good advice, but rather ineffective. A 
slight qualification makes it effective: 
“Don’t worry about little things.” If 
we do not worry about little things, we 
will avoid forming the worry habit. But 
to go Lack further than that, it we do 
what we should when we should, the 
occasion for worry will be greatly min- 
imized, 

Another good health rule is “Forget 
it.’ Don’t always be thinking about 
your physical condition. Just obey na- 
ture’s laws, think pleasant thoughts, keep 
the corners of your mouth skyward, and 
forget whether you are well or ill. This 
is in line with the advice given by an 
lrishman to his friend whom the doctor 
had told he had insomnia: “The finest 
cure for insomnia,” he said, “is to lie 
down, go to sleep and forget all about 


How Salesman Can 
Master Himself 


When you come down in the mornin 
and think, “Oh! I’m not feeling wal 
this mcrning, I guess I had not better 
go to see Mr. Millionaire, I’m afraid I'll 
spoil his case,” don’t give way to “cold 


WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, th 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $75,000,000 in 
assets and over $366,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
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Position Wanted as Actuary 


Young man, 15 years’ experience in life, fire, and 
casualty insurance, desires to reenter life business; 
thorough training in all office duties, including 
actuarial, of a life company; capable of taking 
entire charge of actuarial work, University grad- 
uate; member Recognized Actuarial Society; now 
employed; Al references. Address D-69, care The 
National Underwriter. 

















feet,” and don’t, don’t don’t go out and 
get a drink of “dope.” Take a few deep 
breaths, then relax a few moments and 
give your positive forces an opportunity 
to overcome your negative condition. 
This should enable you to get a grip on 
yourself, convince yourself that you are 
feeling all right, and determine that you 
will see him. Every time you do this, 
you will strengthen yourself. Every time 
you give way to languid feelings, you 
weaken yourself. 

I know a young lady who used to be 
an entertainer. Before giving a _ per- 
formance she would drink three or four 
cups of coffee. You notice I mention 
her, as an entertainer, in the past tense. 
She made this mistake of endeavoring 
to make her mind respond to her body 
by means of stimulants, instead of mak- 
ing her body respond to her mind, which 
is the master force. 


Can Accomplish Great 
Feats by Will Power 


If a man uses his will power as he 
ought to, the feats he can accomplish 
are almost unlimited. Endurance is 
principally mental. Weston walked 72 
miles on his 72nd birthday. And on his 
hike across the continent he walked as 
many as 95 miles within 24 hours. How 
did he do it? By using an iron will. 
At one time he carried a whip and beat 
his legs when they wanted to quit. 

It pays to do everything possible to 
avoid what retards and do what increases 
effectiveness. A salesman in a recent 
year solicited 60 persons and wrote 55 
of them for an aggregate amount of 
about $1,250,000. Another wrote $11,- 
000,000 on approximately 100 interviews. 
These men prepared their interviews. 


“Keeping Up Steam” 

Will Reduce Ratio 

By using your “think-tank” and keep- 
ing up steam, you are bound to reduce 
the ratio of interviews to applications. 
If you secure an average of one appli- 
cation to every ten interviews now, you 
should be able in time to make it one 
to nine, then one to eight, and so on 
until you have reached the maximum 
results of which you are capable. What 
the ultimate ratio will be, depends en- 
tirely upon the ability you develop and 
the effectiveness with which you apply 
it. 


ROGER B. HULL HITS 
BANK AGENCIES HARD 


(CONTINUED FROM PAGE 5) 
dencies inherent in such practices which 
we believe should be definitely brought 
to the attention of those who are most 
vitally concerned in the preservation of 
the institution of American life in- 
surance. 

“We believe that the selling of life 
insurance by banks and trust companies, 
under conditions and with attendant 
practices such as have been outlined 
above, will have a very definite tendency 
to increase the cost of life insurance to 
the policyholder. 


Persistence Lacking 





“This is true first because life insurance 
sold by coercion, prestige, influence and 
advantage of confidential information 
gained from a professional relationship 
does not persist. The very reason that 
induces a bank or trust company to enter 
the field of writing life insurance at all, 
that is, that by its prestige and influence 
over its clients it is enabled to procure 
the business against all competition, 
furnishes an adequate demonstration that 
the bank is entering this business for 
reasons other than the inherent value of 
life insurance itself. The incentive un- 
derlying the selling of life insurance by 
banks and trust companies is temporary. 
Life insurance in the nature of things 
must be permanently sold. 

“But there is another and equally 
compelling reason why this unscientific 
method of selling is going to increase 
the cost of life insurance. I have seen 
somewhere just recently the statement 
that one of the greatest life insurance 


| authorities has said that medical selec- 





tion runs out within five years from the 


taking of the policy. But the point has 
also been made that the agents’ selec. 
tion persists throughout the life of the 
policy, and if the average life of the 
policy is 16 years, the agent’s selection, 
therefore, is more than twice as effective 
in its relation to mortality as that oi 
the medical department. The employe 
of the bank owes his principal allegiance 
to his own institution. He is interested 
primarily in producing profits for his 
bank. His bank has no interest what- 
soever in, nor can it suffer any los; 
from, mortality selection. 
Mortality Control Essential 

“The representative of the life insur- 
ance company, on the other hand, is in 
direct and constant relationship to this 
important phase of the existence of his 
company employer. The company re- 
serves, under its present agency system 
not an indirect but a direct control over 
mortality selection, uninfluenced by fac- 
tors not affected by adverse mortality 

“In my opinion this whole situatior 
constitutes a powerful challenge to the 
life insurance companies and to the w- 
derwriters of this country. We hav 
been passing through a transition period 
in life insurance salesmanship. We are 
between the old and the new system of 
selling. Under the old system, life in- 
surance agents sold policies. Under the 
new, the modern underwriter is fitting 
the service of a great economic institu- 
tion to the needs and ambitions of the 
prospective policyholder. It takes 2 
higher type of ability to represent life 
insurance under the latter system. The 
making of this transition can proceed no 
faster than the training of the moder 
underwriter. 

Old Order Changed 

“If we look at life imsurance as 4 
commodity which can be bought and 
sold, the brand of insurance the old prac- 
titioners had for sale, like the brand o 
medicine dispensed by the old-fashioned 
country doctor, would find no market 
today. ‘The public demands a better 
article because it is better informed and 
because its life insurance consciousness 
is far more intelligent today than t 
was yesterday. 

“There is another factor in this situx 
tion which we must not overlook. Back 
of the work which the life underwriters 
of this country are doing, stand the ex 
ecutives of all of our life insurance com- 
panies. These officers and leaders art 
men of the highest character and 0 
highly specialized ability. The field rep- 
resentatives of this great institution art 
simply the exponents of their ideas ané 
their ideals, and there must be no lower 
ing of their standards. 

“This tendency, if allowed to go ur 
checked and unheeded, will drive goo 
men out of our agency system, and alter 
all the agency system has built Amer 
ican life insurance. Anything which sup 
plants or affects it strikes at the ver 
foundation of that which has made th 
institution what it is today. : 

“When a sound idea finally triump!s 
that triumph is cumulative. The idea“ 
life insurance has only now begut ! 
come into its own. Its cumulative me 
mentum is going to show itself in 
future to a degree of which we hav 
never dreamed. 

“There are three essential 
istics to the growth and stability ot 2m 
true democracy—political equality, © 
ligious freedom and economic indepen? 
ence—and the greatest of these, in ™ 
day of gigantic business development, © 
economic independence. In my opimic? 
by far the most significant factor ' 
America’s economic expansion has bet? 
the conversion of 58,000,000 citizens 0 
of 116,000,000 people into capitalist 
Who has accomplished this? The 
representatives of our own life insur” 
ance companies, by their devoted a" § 
persuasive service. So that the neare® 
approach to this third essential of & 
mocracy, economic independence, has 
been accomplished right here thes* 
United States. Let there be no quar 
ter given to any system or to any ter 
dency which shall strike a blow at = 
sound and scientific development, of 
system which has made this possible. 
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